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The White Fireman* 
as a Publisher 


He is publishing millions of pieces of literature—booklets, 
brochures, reports, etc.—showing how fire hazards may be 
reduced. This is only one phase of the Loss-Prevention Ser- 
vice he renders to the public. 


See the White Fireman in The Saturday Evening Post, July 
20; The Literary Digest, July 27; The Golden Book, Review of 
Reviews and World’s Work, for August. 








os The White Fireman in the magazine advertisements of 

the Insurance Company of North America represents the 
Loss-Prevention Service supported by insurance com- 
panies. This advertising is informing property owners 
that they may secure Loss-Prevention Service through 
responsible insurance agents. 
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In Answer to 
Bobby Burns’ 


Famous Lines 


“O wad some power 
the giftie gie’ us 
To see ourselves 
As ithers see us” 


We quote from Best’s Life 
Insurance Reports, 1929 


“Policyholders surplus is ample for all 
contingencies and the reserve basis is very 
strong. Expenses are low. Its invest- 
ments are of excellent quality, consist 
mainly of mortgage loans, and yield a most 
excellent return. The rates on the com- 
pany’s non-participating policies are low, 
and the dividends paid on the company’s 
participating policies render the net cost 
of insurance low. 


“Our general policyholders’ rating of 
this company is excellent.” 


eB 


We have openings for General 
Agents throughout the South 


MN 
T. D. Blair, Agency Manager. 


LOT MOUNTAIN: NORTH CAROLINA 


| THE PILO | 








PILOT LIFE 


Insurance Company 
GREENSBORO, N. C. 


SOUTHTAND LIFE INSURANCE| 


\ 


a Wk We aot hs 


Insurance 
In Force 


Over 
$135,000,000 


Harry L. Seay, 
President 


Clarence E. Linz, 


V. P. & Treas. 
H. B. Seay, 


Vice President 


P. N. Thevenet, 
V. P. & Secty. 


P. V. Montgomery, 
V. P. & Actuary 


Oi Si 
ICOMPANY SS 
HOME OFFICE .. DALLAS. TEXAS)... Anee : 











We have something to offer in the way 
of a general agency that is very attractive to - 
find with an old, conservative life company. 
It will pay anyone interested to investigate. 


All communieations confidential. 


BOX 54 
Care of THE SPECTATOR 
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Wilmer L. Moore, President 


ASK US 


WHY our General Agents are making better headway than 
ever. It will pay you to investigate. 

For the calibre men wanted, we havea profitable contract. 
Alabama Louisiana Florida South Carolina 
Georgia Tennessee Kentucky Texas 


The Southern States Life Insurance Company 
ATLANTA, GEORGIA 
E. S. Albritton, Vice-President and Manager of Agencies _lj 
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Get a Check With the Application 


Seventy Per Cent or Better Will Settle for First 
Premium Immediately—But You 


E have been successful in prepaying 

\) \ on an average about 70 to 75 per 

cent of the applications that are sent 
up to the home office. That is to say, either 
a check or cash is paid at the time of the 
examination, or else it is paid as the business 
goes on the books. 

I believe this: You have several types of 
men to do business with. You have the serious 
type of man who is perfectly willing and is 
sincerely honest and wants to play the game 
and wants to create an estate for his family; 
and you have the man who would like to do 
it but can’t do it at that time for the reason 
that he hasn’t the funds to do it with; in the 
third place you have the man who is shiftless 
and irresponsible and doesn’t care what he does. 
He doesn’t mind what happens to his family 
or whether he ever gets to a point where his 
family will enjoy independence. That latter 
class is the class that you men have to look 
out for. 

You should get a check immediately after the 
man has been examined. There is no sale so 
conclusive and so final as a cash transaction. 
It is all over. You have the man’s cash and 
he has the goods, and if the goods are what 
you say they are you will have very little 
occasion at any time to have anything come 
back. 

* Address delivered before convention of State 


Mutual Life Assurance Company, Worcester, Mass., 
at Poland Spring. 
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Must Ask for It 


By Ratpu FE. Morrtson* 


The life insurance business is based entirely 
upon the single thread of life, a most un- 
certain proposition. If you don’t get a check, 
or don’t get a payment the moment after a 
man has been examined, and you permit him 
to walk out, I believe today that you are almost 
morally responsible in case anything happens 
to that man. Certainly it is the psychological 
moment, because he is in the mood to pur- 
If you never ask a man for a check, 
that expecting 


chase. 
how does he know you are 
one? 
Procrastination Is Dangerous 

If you permit a man to walk out of your 
office, or you leave him, with the understanding 
that at some future date when the application 
has been sent up to the home office, and it 
comes back in the form of a life policy, you 
are actually doing two things which are far 
from right. One is this: You have allowed 
that man to expose himself to many vicissitudes 
which may happen between the time of the 
examination and when the policy has been de- 
livered to you. In the second place, a man 
may find many reasons why he does not want 
to pay for it a week or ten days afterward. 
Man is a peculiar individual. He is “yes 
today and tomorrow, for no apparent 
reason, and the time to get him and get his 
money is on the rise, not on the going away. 

An intimate friend of mine, a lawyer, forty 
years of age, had an income of from $20,000 


” 


“no” 


to $35,000 a year. He told me at the time 
that he owned $25,000 of life insurance in 
various companies. He was examined and an 
application for $75,000 was sent up te the 
home office. I begged him at that time to pay 
for it. He did not. He gave me one or two 
reasons. The policies came down. I called 
him at the office, and he said, “Don’t bother 
me today. I am preparing an important case 
for court and for trial tomorrow. See me 
within a few days.” I believe he named the 
following Tuesday. 

I called him on that Tuesday and his sec- 
retary told me that he had gone home with 
a slight cold and wasn’t feeling extra good; 
that he thought he would rest up and take it 
easy. I talked with him at his house on Thurs- 
day and Saturday, and rather facetiously made 
the remark, “Don’t let anything happen to 
you. Those policies are not paid for.” He 
said, cheerfully, “Don’t you worry about me. 
[ am all right. I will see you Monday. I 
am coming back then to the office.” 

On Monday noon, just as I was leaving to 
go up to his office, the telephone rang and his 
secretary informed me that Mr. Lewis was dead 
of quick pneumonia. At the moment Mr. Lewis 
went out of the picture, he was at the lowest 
ebb financially, which illustrates the old saying 
that death and taxes do not come at the right 
time. 

(Continued on page 17) 
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INCIDENTALLY 











RESIDENT ARTHUR F. HALL, of the 
Lincoln National Life Insurance Company, 
Fort Wayne, Ind., is also president of the Fort 
Wayne Airport Commission and his activities 
in the field of aviation have recently been the 
subject of comment in the daily press. First, 
the Airport Commission’s campaign for the 
improvement of the municipal flying field ended 
successfully when the city council voted to ap- 
propriate $200,000 to carry out the work; sec- 
ondly, a certificate of appreciation signed by 
Col. Charles A. Lindbergh and by Harry F. 
Guggenheim was presented to Mr. Hall in rec- 
ognition of his company’s erection and mainte- 
nance of an effective all-weather roof marker 
on their building, which guides visiting air- 
planes to the city-owned airport. 
* * Ox 
T is noticeable, although by no means odd— 
because both are of the present and future 
rather than of the past—that men of promi- 
nence in the insurance world are distinctly “air- 
minded.” ‘They seem to take to the new order 
of things more readily than other divisions of 
our commercial structure, as proven by the 
progressive steps taken and in process of for- 
mation, toward classifying and stabilizing insur- 
ance risks among those who actively participate 
in the new mode of travel. 
x *k x 
¢ em point is again established by the fact 
that the insurance companies are several 
leagues ahead of municipal and State lawmak- 
ers in recognizing that there are good, bad and 
indifferent pilots, planes of the same descrip- 
tion, and that these factors indicate very closely 
the number of lives to be lost every year through 
aviation accidents. Insurance companies insist 
upon certain standards of efficiency for both 
plane and pilot, generally on a basis of the U. S. 
Department of Commerce requirements for in- 
ter-State passenger-carrying planes. Fewer 
than a dozen States and cities exercise any real 
control over flying within their borders, and 
aviation authorities hold that this fact is respon- 
sible for the major proportion of air casualties. 
* ok Ox 
OR the above stated reason any comparison 
of death rates between the two modes of 
transportation will obviously be unfair unless 
considered in relation to the class of airplane in- 
volved. All automobiles are, in theory, operated 
by capable drivers. Thus far the fitness of air 
pilots is all too often a matter of personal opin- 
ion. Inter-State flyers, however, are in all 


cases accorded the highest recommendation. 
* x x 


“There’s many a slip 

*Twixt the cup and the lip’— 

We all have heard the old rhyme. 

Now there’s many a wreck 

*Twixt the App and the Check, 

So get them both at the same time.” 
—Acacia News. 
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LTHOUGH I _ wouldn’t dare quote 
statistics on the safety of low rate taxis 
after a thirty-cent ride in one, I will use the 
“cheap” ride just as a reminder that the taxicab 
versus insurance squabble is still a matter to 
be discussed and explains why, in our opinion, 
they are as safe as the larger and more ex- 
pensive taxis operated in New York city. 
aoe ok 
“IRST, let us take the psychology of the 
thing—if the small Ford taxis are put 
into operation, they will be run only by owner- 
drivers. Except in rare occasions, Owner- 
drivers are men with family responsibilities. 
Which means they will be careful. In the 
event of an accident they are mindful of 
their insurance company, their victim, and 
above all, their taxi or means of livelihood. 
A court case means that they lose a day’s or 
perhaps a week’s work. A family man can’t 
afford frequent lay-offs and the result is ob- 
vious. The chauffeur working for a fleet-owner 
will smile and take an accident in an indifferent 
way. If the insurance company wants him as 
a witness in court, so much the better—for him 
—without working he is paid almost eight dol- 
lars for his day or even an hour in court. 
Most of these chauffeurs are irresponsible. If 
he is not good “booker” the fleet-owner will 
dispense with his services. Frequently this type 
of driver keeps a job less then two weeks, 
hardly ever more than six months. If he 
began the job with a new taxi, he will leave 
at the end of that time if for no other reason 
than that he wants to pilot a new car. It may 
be a hobby or a matter of pride, but most 
any fleet-owner will agree that his drivers 
come and go with amazing rapidity. 
* ok K 
HEN the argument that owner-drivers of 
the low rate taxis would be under a terriffic 
strain in their hurry to carry more passengers. 
Outside of the fact that a car can be run only 
so many miles in an eight or twelve hour day, 
it is not likely, in view of the reduced operating 
expense of the small taxi, that the owner- 
driver would find it necessary to carry more 
passengers to keep up with the income of the 
fleet taxi whose expenses are proportionately 


higher. 
woke 3 


T HE average number of passengers riding 
in taxis today is one and a half. The new 
Ford taxis will be plenty large enough for the 


present average. 
* * * 


A LL will go well with the Ford Taxis unless 

drivers of the large cabs harbor some re- 
sentment or bitter feeling toward the Ford 
operators. If such a thing came about many 
“accidentally on purpose” accidents would be 
reported until the police could take a hand in 
the matter. 


W. LONGNECKER, advertising manager 
* of the Hartford Fire, has written a new 
book on insurance advertising. It is entitled 
“Selling Insurance by Cooperative Advertis- 
ing” and deals with a particularized branch of 
insurance advertising that is the topic of the 
day in its field. If there were such a thing 
as an Insurance Book of the Month Club, this 
volume would be its choice, it is that up to 
date. Cooperative advertising can be described 
in a great many ways but best of all, I think 
in the words of the author: “Cooperative in- 
surance advertising, in its simplest form, is the 
advertising in which you and some other local 
agent get together and tell the people of your 
town something that it is to the best interest 
of you both to have your customers and pro- 
tective customers know.” 
* x x 
HAT definition, incidentally, is typical of 
two features of Mr. Longnecker’s book. 
First, it is directed to agents and is written 
by a man who has a particularly fine grasp of 
agents problems; second, it is written in a 
style of utmost simplicity and clarity—a fine 
example of the “art that conceals art.” Con- 
sequently, it is a very charming book to read 
and I finished it in one big gulp. But if you 
are a local agent looking for advertising counsel 
you mustn’t read it that way, for this is a 
handbook essentially, one to be consulted fre- 


quently and used in a practical manner. 
* *x x 


‘ 


OR instance, after vou get the “why” in 

this book you get the “how.” The book 
introduces you to the theory of co-operative 
advertising and explains very neatly the peculiar 
need of the insurance business for this kind 
of an emissary but after that it tells you how 
to finance a campaign, the type of copy and 
illustrations to use and how to tie-up a sales 
program with it. And, as if the author hadn’t 
evolved enough ideas in his own fertile brain 
on the subject, he devotes a chapter to sum- 
marizing what other men in the business have 
said about it. 

* * x 

HE book is indeed timely in view of the 

fact that the National Board of Fire Un- 
derwriters is now carrying on its co-operative 
advertising campaign for local agents in full 
stride. The author of this book has had a 
good deal to do with the National Board's 
campaign and has done a valuable piece of 
work in the explanation of that movement in 
this book. But I must not finish this necessarily 
inadequate review without allaying the im- 
pression, which perhaps I have created, that 
the book is of value only to those agents who 
are associated with the National Board, the 
National Association or other group campaigns. 
It will prove a fine aid to any agent progressive 
enough to grasp its significance. It costs $2.50 
and is published by F. S. Crofts & Co. 
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Underwriting and Investment 
Profits and Losses of 100 Lead- 
ing Casualty, Surety and 
Miscellaneous Insurance 
Companies in 1928 

N page 33 of this issue of THE 
SPECTATOR there is presented a 
table showing the underwriting and in- 
vestment results of 100 leading casualty, 
surety and miscellaneous insurance com- 
panies in 1928. It is pleasing to report 
that a comparison of these results with a 
similar table for 1927 reveals that casu- 
alty underwriting was more profitable in 
1928 than in either 1927 or 19206. 
Operations for the casualty carriers in 
1928 resulted in a total underwriting 
profit of 1.4 per cent as opposed to un- 
derwriting losses of 0.9 per cent in 1927 
and 1.0 per cent in 1926. The table, which 
is divided into four classifications, namely, 
multiple line companies, accident and 
health companies, fidelity and surety com- 
panies, and miscellaneous companies, 
shows that the multiple line group, which 
is foremost in number and in volume of 
business, experienced a great improve- 
ment in underwriting in the past year. 
Whereas in 1927 this group suffered an 
underwriting loss of 1.7 per cent, it 
was able in 1928 to show an underwrit- 
ing profit of 1.1 per cent. Twenty 
three companies out of this group, which 
comprises 65 of the entire 100 companies 
in the table, showed an underwriting 
profit, the same number as in 1927 ; 
but in 1928 a number of the larger com- 
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panies exhibited a tendency to curb their 
promium volume, with the result that 
they obtained a much favorable loss ratio 
out of the carefully selected business. 
Accident and health insurance, which 
is represented in the table by 21 com- 
panies, showed little variation from its 
1927 experience, and the few changes 
which it underwent are of a beneficial na- 
ture. The underwriting income earned 
for this class of business in 1928 was 
$70,784,073, compared with the corre- 
sponding item for 1927 of $63,616,316. 
That these increases were legitimately ob- 
tained is evidenced by the fact that an 
underwriting profit of 1.8 per cent was 
secured in 1928, a figure which is .I per 
cent higher than in the previous year. 
Fidelity and surety business continued 
to be the most outstandingly successful 
class of coverage which is considered by 
this table. The underwriting income 
earned of the 6 fidelity and surety carriers 
included in this table amounted in 1928 
to $45,660,736, a material increase over 
the figures for 1927 for the same com- 
panies, which was $42,741,750. Despite 
this increase in underwriting income the 
losses incurred in 1928, which amounted 
to $14,769,722, were several hundred dol- 
lars less than the losses incurred for the 
considerably smaller volume of premiums 
in 1927. This is somewhat counterbal- 
anced, however, by the underwriting ex- 
pense item, the ratio of which to the un- 
derwriting income earned was 61.1 per 
cent in 1928 as opposed to 59.8 per cent 
in 1927. The splendid underwriting 
profit in 1928 of 6.5 per cent, however, is 
1.3 per cent higher than in 1927, which 
was considered at that time an exception- 
ally good showing. But one company in 
this group failed to show an underwriting 
profit. é‘ 
The miscellaneous group of companies 
was the only group to show a combined 
underwriting loss, a group which, inci- 
dentally, showed an underwriting profit 
in 1927. The group is composed of three 
automobile companies writing a combina- 
tion policy, with underwriting incomes of 
$7,646,331, $1,210,875, and $2,849,653; 
the first with an underwriting profit of 
.I per cent, the second with a loss of 1.8 
per cent and the third witha loss of 13.4 
per cent. One credit company is included 
in this group and it had an underwriting 
income earned of $2,145,377 for a loss of 


§ 


5.0 per cent. One reinsurance company 
in the group with an underwriting in- 
come earned of $1,169,147 showed an un- 
derwriting loss of 1.0 per cent. This par- 
ticular company, however, made a re- 
markable improvement over its showing 
in 1927, when, though its underwriting 
income earned was considerably less, it 
suffered an underwriting loss of 23.4 per 
cent. A livestock company in the group 
with an underwriting income of $766,701, 
showed an underwriting profit of 8 per 
cent ; a steam boiler company with an un- 
derwriting income of $4,875,178 had a 
loss of 1.1 per cent. One plate glass com- 
pany, which has since entered the general 
casualty field, showed a profit of 12.3 per 
cent on an underwriting income of $846,- 
800. 

A survey of the grand totals for the 
100 companies shows a total underwrit- 
ing income earned of $740,979,306, an in- 
crease of some $32,000,000 over the un- 
derwriting income of the previous year 
on which the companies achieved a total 
underwriting profit of 1.4 per cent. These 
same companies in 1927, having a smaller 
volume of business, suffered an under- 
writing loss of .g per cent cent; against 
the underwriting income there were total 
underwriting losses and expenses in- 
curred of $730,667,875. This latter item 
was composed of $368,023,159 of under- 
writing losses, or 49.7 per cent of the 
income, an improvement of 1.9 per cent 
for this item over 1927, and underwriting 
expenses incurred of $362,644,716, or 
48.9 per cent of income, which is .4 per 
cent less than in 1927. 

The aggregate net interest, dividends 
and rents earned by the 100 companies 
amounted to $42,802,506, plus a grand to- 
tal of investment profits of $9,972,871. 
Deducting from these amounts the net 
underwriting loss, we find that the sur- 
plus earned by the companies during 
1928 was $63,086,808. The net dividend 
payments, exclusive of surplus paid in, 
were $14,173,252, while the net increase 
in contingent funds aggregated $9,224,- 
283. Asa result of their aggregate trans- 
actions the companies were enabled to in- 
crease their surplus funds for the further 
security of policyholders by an amount 
equal to $39,289,273. 

A study of these results reveals that 
whereas the business of casualty insur- 
ance, because of its rapid growth, has 
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necessarily had in the past to undergo 
some very serious underwriting read- 
justments, has now become more stabil- 
ized, that rates are gradually becoming 
fixed on a more suitable basis, and that 
the companies in this field, provided that 
they continue to pursue a strict and se- 
lective underwriting policy, will in the 
future extract the profit which is their 
due, but which in the past has seemed 
like a goal which would forever exceed 
their grasp. 





Underwriting Ad Lib 

NDERCURRENT gossip in fire in- 
U surance circles is to the effect that 
companies are writing anything and 
everything in an endeavor to pile up a 
premium income. It seems a very short 
while back that the opposite was the case 
and agents were hard put to protect their 
clients adequately, so intense were the 
managers on a conservative underwriting 
policy. Some attribute the present de- 
parture to a feeling that conflagrations 
have joined the dodo bird as an extinct 
species. Others claim that the general 
underwriting profit of last year eradicated 
a presumption of ever a return to the cus- 
tomary red figure. Yet others seem to 
think that the spotlight which is now fo- 
cused on the insurance stock market with 
the consequent stress that has been placed 
on investment earnings has brought about 
a distorted vision, and an inordinate de- 
sire to make a showing on Wall Street of 
a growth which has problemetical per- 
manency. Whatever may be the cause it 
is well for all to remember that there is 
no substitute for sound underwriting em- 
bodying recognized selective methods and 
equitable premium rates. 





Agency Sales Contests 

July and August, when everyone feels like 
vacationing and doing nothing. is a strategic 
time for an inner-agency sales contest, to keep 
the individual production up and get a good 
start for a fall record. A bulletin sent by 
The Lincoln National Life Insurance Company 
to general agents and managers has apparently 
interested them greatly, for a large number of 
LNL agencies have initiated such campaigns. 

These contests are carefully co-ordinated with 
the summer selling campaign, which was the 
subject of a comprehensive Monday morning 
message bulletin sent out by Vice-President 
Shepard. 


Editorial 


Weekly Mortality Rate 
Same as 1928 


Figures for First Half of Year Show 
Slight Increase Over Last Year 
Telegraphic returns from sixty-five cities 

with a total population of thirty million for 

the week ending July 13, indicate a mortality 
rate of 11.2, which is the same as the rate for 
the corresponding week of last year, according 
to Department of Commerce statistics. The 
highest rate (22.8) appears for Nashwille, 

Tenn., and the lowest (6.0) for Yonkers, N. Y. 

The highest infant mortality rate (219) ap- 

pears in Knoxville, Tenn., and the lowest for 

Albany, N. Y., Duluth, Minn., New Haven, 


Conn., Tacoma, Wash., and Wilmington, Del., 
which reported no infant mortality. 

The annual rate for 65 cities is 15.8 for the 
twenty-eight weeks of 1929, as against a rate of 
13.7 for the corresponding weeks of 1928. 

Summary of information received by tele- 
graph from Industrial Insurance Companies 
follows: For the week ending July 13, 1929, 
policies in force, 74,515,561; number of death 
claims, 12,174; number of death claims per 
1,000 policies in force. Annual rate, 8.5. The 
annual rate for 1928 was 9.3. 

The Industrial Insurance data are not strictly 
comparable with the general mortality data 
since in advanced old age few are insured, 
and about 75 per cent of the death claims re- 
late to deaths which occurred at earlier dates. 








of business. 


STRENGTH OF 


sage Epwarp D. DurrizE tp, President 











HO, HUM! 


This is just in the nature of a reminder that 
at exactly this time last year, while a lot of folks 
were trying to yawn the hot weather away, 
some life insurance salesmen forgot the heat and 
wrote hundreds of thousands of dollars worth 


Seems hard to labor. sometimes, 
when the sun is doing its best 
—or worst. 


But it’s child’s play when compared 
with the job of trying to live on 
nothing a week. 


_ Prudential Ordinary Agencies are 
ready to offer full 
cooperation to 
brokers 


The Prudential 


Insurance Company of America 


Home Office, Newark, New Jersey 
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The Mutual Benefit’s Disability Argument 


Correspondence Exchanged Between Superintendent Conway 
of the New York Insurance Department and President 
Hardin of the Mutual Benefit Life 


Superintendent Conway’s Letter 
Mr. John R. Hardin, President, 

Mutual Benefit Life Insurance Company, 

Newark, New Jersey. 

Re: Total and Permanent Disability Benefits 
in Life Insurance Policies. 

Dear Sir: 

Referring further to your letter of May 29th, 
you have, no doubt, been informed that the Na- 
tional Convention of Insurance Commissioners 
will give consideration to the joint report of the 
two special committees, containing proposed 
standard provisions for total and permanent dis- 
ability benefits in connection with life policies, 
at their meeting in Toronto about the middle of 
September. 

I recognize the fundamental importance of 
the questions involved and, of course, propose 
to consider these questions on the basis of their 
merits only. 

Before reaching any final decision in this mat- 
ter, I propose to consider carefully all phases 
of the questions involved. However, after 2 
preliminary examination of the printed “Argu- 
ment” of your company in support of its supple- 
mentary disability policies, there is one point 
that I feel it necessary to call to your attention 
at this time. 

Your pamphlet contains the following state- 
ment: 


“Approval was given after submission of 
forms of policies and, with one exception, was 
unconditional.” 

Also: 

“It has been suggested that such approval 
might have been given with the understanding 
that the forms would have to be modified if 
hecessary to conform to such standard provi- 
sions as might be adopted. The fact is, that only 
one department, viz., Illinois, accompanied its 
approval with any such condition.” 

Such statements are misleading, to say the 
least, in so far as this Department is concerned. 
When Vice-President Rhodes of your company 
called at the Albany office of this Department 
on February 6th last, it was suggested to him 
that his company should wait until the joint 
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Following the report of the Joint 
Committee of Company Actuaries 
and Insurance Department Actuar- 
ies on the proposed revisions in dis- 
ability contracts, the Mutual Benefit 
Life Insurance Company, of New- 
ark, N. J., prepared an argument in 
support of its new policy forms in 
active use. This argument was 
widely quoted at the time and was 
mailed to all insurance departments 
so that its context might be digested 
before on the question of revision 
is brought up for action at the an- 
nual meeting of the Insurance Com- 
missioners. Correspondence ex- 
changed between Mr. Conway and 
Mr. Hardin on the issues raised 
is reprinted herewith.—Ebp1rTor’s 
NOTE. 











committees made their reports in light of the 
fact that your supplementary contracts would 
have to be modified or discontinued if the re- 
ports of the special committees should be finally 
adopted and promulgated as a ruling by this 
Department. Mr. Rhodes at that time expressed 
a desire to have the supplementary contracts 
then approved but expressed no objection to such 
modification or discontinuance in the event that 
the reports of the special committee were finally 
adopted and promulgated. 

In formally approving the supplementary con- 
tracts of your company, I did not attach a for- 
mal condition referring to the reports of the 
special committees. I considered then, as I do 
now, that such a formal condition was entirely 
unnecessary. Even if it had been the practice of 
the Department to attach formal conditions to 
approval of policy forms in such cases, it was 
unnecessary in this case inasmuch as this point 

(Continued on page 41) 


President Hardin’s Letter 
Hon. Albert Conway, 
Superintendent of Insurance, New York. 


Dear Sir: 

Your letter of the 10th instant was received 
by me on the 18th. 

I am regretfully concerned that you should 
feel that any language used in our “Argument” 
can be justly regarded by you as misleading. 
Certainly we had no such intention and it never 
occurred to us that any one would be misled by 
the expressions quoted in your letter. 

Mr. Rhodes left our forms, as first prepared, 
with your Department on February Ist. At that 
time it was not known what the reports of the 
Joint Committee would be. If I am correctly 
informed, the committee had not at the time 
reached an agreement upon their recommenda- 
tions, and did not, in fact, agree until some 
weeks later, their first report being dated March 
27th, and the final report, after a hearing in 
New York City on April 8th, followed under 
date of April 23rd, although not actually made 
public until nearly a month later. 

Mr. Rhodes’ recollection is that Mr. Hipp 
suggested on February 6th, the date named in 
your letter, that he was hopeful that the com- 
mittee would reach an agreement, and, if so, the 
forms submitted might have to be modified or 
discontinued. Mr. Hipp therefore thought ac- 
tion on the forms should be delayed until after 
the committee had reported. You disagreed and 
gave the forms your immediate personal con- 
sideration, suggesting several modifications, 
which were discussed, and the forms, as finally 
made satisfactory to you, were filed on Febru- 
ary 15th. Mr. Rhodes at no time entertained 
the impression that your approval was to be re- 

garded as irrevocable, because unconditional, or 
that you were precluded from subsequent with- 
drawal or modification, if thought necessary by 
you, because of the reports of the joint com- 
mittees, or indeed for any other reason. His 
view was that in the event of such withdrawal 
or modification, this company would be in ex- 
actly the same position as if the forms had never 
received approval. 

There is therefore substantial accord of recol- 
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lection between Mr. Rhodes and yourself as to 
the circumstances surrounding the presentation 
to and approval by you of our Supplementary 
Disability Policy forms. 

May I direct your attention to the opening 
paragraph of our “Argument”—“The Mutual 
Benefit Life Insurance Company presents this 
argument in support of its right to continue the 
issue of Supplementary Disability policies pur- 
suant to a plan now in actual operation with the 
approval where required of all States except 
two. In Massachusetts enabling legislation was 
procured by the Commissioner, but such legisla- 
tion is not effective until July 15, 1929. In In- 
diana the matter of approval is still pending. 
Approval was given after submission of forms 
of policies, and with one exception, was uncon- 
ditonal.” 

This clearly discloses that the purpose of the 
argument was in support of a right to continue 
the issue of policies under a plan in actual op- 
eration. The statement as to the action of the 
Commissioners was literally true, and was made 
in connection with the reason for presenting the 
Argument to make clear, as it did make clear, 
that our disability business was begun and con- 
ducted pursuant to the authority, where re- 
quired, of supervising officials. 

At the conclusion of the opening statement of 
the Argument, we refer to the obvious detri- 
mental consequence to our Company of the in- 
terruption of the business thus lawfully begun 
and conducted, adding as the final sentence of 
the introduction—“Such interruption is threat- 
ened by the exclusive definition of disability 
proposed by the Joint Committee.” 

This statement is also literally true. The 
Joint Committee’s Report, as finally published, 
did not disguise the significance of its recom- 
mendations in respect to our disability program, 
and prompted us to submit our argument to the 
Commissioners. , 

In the body of our Argument (Point 11, page 
14), we give the details of departmental action. 
In the course of so doing, we use the language 
secondly quoted in your letter. We regarded 
Point 11 of our Argument (which is an ampli- 
fication of our earlier general statement) as of 
great significance and, with all respect, still so 
regard it, In our opinion the approval of our 
policy forms by supervising officials constitutes 
an impartial judgment that they are unobjec- 
tionable in theory and not prejudicial to the in- 
suring public. We did not suggest or intend to 
intimate that the approval of any Commissioner 
was irrevocable, or conferred any vested right. 
If we had thought that such approval could not 
be revoked, we would not have prepared the 
Argument. Its presentation contradicts a pre- 
sumption of finality. 


As we interpret the law of your State in re- 
spect to Supplementary policies, you have a 
very free hand under the provisions of subdi- 
vision (k) (2) of Section 107 of the New 
York Insurance Law.’ We find no statutory 
provisions defining the contents of such policies. 
The only requirement is that their provisions 
shall conform to “such reasonable rules and 
regulations” as you shall make. If, having ap- 
proved a policy form, you shall afterwards with- 
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draw your approval, we do not see that an e:- 
fected company has any recourse unless it can 
satisfy you (or the Courts of your State) that 
the rules and regulations upon which the with- 
drawal is based are unreasonable. 

Specifically, the withdrawal of your approval 
of our disability policy forms, if based upon 
reasonable grounds, might leave us without re- 
course. The withdrawal, however, would not 
affect the fact on which we relied in our Argu- 
ment. When approved these forms were 
deemed to be proper for a life insurance com- 
pany to use in your State. Subsequent with- 
drawal would not cancel that endorsement of 
their then validity. 

I agree with you that no condition was es- 
sential to the preservation of the right of sub- 
sequent exercise of your powers of. revocation. 





I cannot see, however, that your powers of re- 
vocation could have made your approval con- 
ditional or that any reference to their possible 
exercise could have made the approval given 
conditional for the purpose of our argument. 
I agree also that the Mutual Benefit is, as to 
the approval of its disability policy force, not 
differently circumstanced than any other com- 
pany under your jurisdiction. 

I am hopeful that this further discussion of 
our views in respect to the approval of our 
disability policies will satisfy you that we have 
not made an unfair use of such approval in our 
Argument. I have not the slightest doubt that 
all questions involved will be considered by you 
on the basis of their merits only. 

Yours truly, 
Joun R. Harpin. 














counties and municipalities. 


policy-holders Insured for 
over 6%, Billions. 


Its assets amounted to over 
114 Billion Dollars. 


COMPANY 
51 Madison Avenue, Madison Square 
NEW YORK, N. Y. 











Nylic Public Service 


g Life Insurance is ‘‘public service.” 


It helps individuals to save and insures their life values against loss 
by death or by total and permanent disability. 


In order to earn interest on the policy-holders’ savings, it loans money 
to home-owners, to railroads, to owners of city buildings, to public 
utility companies, to the United States government, and to states, 


Probably no other institution serves our people singly and collectively, 
both as private individuals and as citizens, in so many vital ways. 


A company’s usefulness to the community is, therefore, largely meas- 
ured by the number of people protected, the amount of insurance in 
force and the amount of its invested assets. 


As of January 1, 1929, the New 
York Life had about 2 Million 


NEW YORK LIFE INSURANCE 
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Speakers for Washington 
Convention 


Thomas I. Parkinson, President 
Equitable Life, to Address 
Underwriters 


Other Program Releases 


John Y. Yates and Miss Ditzler, 
Leading Woman Producer, 
to Give Sales Talks 


‘Thomas I. Parkinson, president of the 
Equitable Life Assurance Society of the United 
States will speak to the delegates and guests 
at the fortieth annual convention of the Na- 
tional Association of Life Underwriters at 
Washington, D. C., September 25-27 on the 
subject “Conserving the First While Creating 
the Second Hundred Billion.” 

Mr. Parkinson was graduated from the Uni- 
versity of Pennsylvania Law School in 1902, 
and practised law in Philadelphia until 1908 
when he came to New York as counsel to the 
Bureau of Municipal Research, a position which 
he held from 1908 to 1910. He organized in 
the law school at Columbia University the 
Legislating Drafting Research Department, and 
in connection with this research work drafted 
bills including many workmen’s compensation 
acts, and insurance acts, and served as counsel 
for committees of State legislatures. 

During the war, first as a volunteer and then 
as major on the Judge Advocate General’s 
staff, he drafted many important Federal 
statutes dealing with war finances and military 
affairs. In 1919 he served as advisory counsel 
to the Director of the War Risk Bureau. 
Later he was appointed legislative counsel for 
the Senate, and participated in the drafting 
of important post-war legislation during 1919 
and 1920. He was for many years chairman 
of the American Bar Association Committee 
on Legislation, and since 1917 has been. pro- 
fessor of legislation in the law and _ political 
science faculties of Columbia University. When 
the present Mr. Justice Stone, of the United 
States Supreme Court, retired as Dean of 
Columbia Law University, he was for nearly 
two years Acting Dean. 

Mr. Parkirison was elected a second vice- 
president of the Equitable in 1910. In February 
1926, he was made vice-president and in Octo- 
ber 1927, upon the retirement of Judge Day to 
become chairman of the Equitable’s board of 
directors, Mr. Parkinson was elected president. 


John Y. Yates to Speak 


From plow boy driving a mule in the cotton 
fields of Georgia at 50 cents a day, to general 
agent of an agency doing $10,000,000 of new 
business annually and producing more than 
half a million personally, is a brief picture 
of John W. Yates, general agent for the 
Massachusetts Mutual at Detroit, who 
address the delegates and guests at the Wash- 
ington convention on “Selling Efficiency Tem- 
pered with Human Sympathy.” 


will 
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Following the war Mr. Yates entered the 
life insurance business with the Penn Mutual 
at Seattle, later becoming manager of the life 
department of W. A. Alexander & Company 
at Chicago, a position in which he made an 
impressive record and from which he resigned 
to accept his present general agency. He is 
a speaker of extraordinary ability and a pleas- 
ing personality, and is particularly fitted to 
handle the subject him in its 
broadest sense. 


assigned to 


Outstanding Woman Producer 

Another treat in store for those who attend 
the convention is the opportunity of listening 
to Miss Emma H. Ditzler, of the Frazer Agency 
of the Connecticut Mutual Life Insurance 
Company, who will address one of the meetings 
on the subject “Selling to Women in the Era 
of the Second Hundred Billion.” 

Miss Ditzler has been in the life insurance 
business for about six During this 
time she has always ranked with the leaders 
of her company. For the last 233 weeks, she 
has had continued 
however, just one case per week—but in many 
weeks, one a day, and an average of over two 
per week for this entire period. In most in- 
stances a check accompanied the application. 
Miss Ditzler will tell how 
she talks in Washington. 

During the war she made enviable records 
in the sale of Liberty Bonds, and it was this 
demonstration of her ability to sell which led 
her to go into the life insurance business, 
where marked success has rewarded her un- 
tiring efforts. Miss Ditzler has been in great 
to address local life 
associations and she always has a message of 


years. 


weekly production—not, 


she does it when 


demand underwriters’ 


interest which is well delivered. 


Another Noted Speaker 

Arthur E. Bagley, who broadcasts the Tower 
Health Exercises of the Metropolitan Life 
Insurance Company, puting his personality over 
to more than 3,000,000 persons, comprising the 
biggest gym class in the world, is another 
speaker of note who will appear on the program. 

Personality counts in any business or pro- 
fession and radio far from 
being an exception to the general rule. Mr. 
Bagley has put his personality over to the nth 
degree, as the thousands of letters testify. He 
has received about 700,000 letters at the studio 
on the 27th floor of the Metropolitan Tower 
in New York city, since the radio exercises 
were started in April, 1925, under the general 
supervision of Robert Lynn Cox, vice-president 
of the company. 


broadcasting is 


Pullman Porters’ Quartet 

One of the entertainment features on the 
program at the Washington convention will be 
the famous Pullman Porters’ Quartet, nationally 
known for its singing of the old negro spiri- 
tuals. Some six years ago on order of the 
president of the Pullman Company the voices 
of all the 10,000 odd porters were tried out 
to find the four that blended most harmoniously. 
The present quartet is practically the same that 
was selected originally. 


Purchases the South- 
western Life 


Missouri State Life Insurance 
Company Acquires Texas 
Organization 


No Change in Management 


Acquired as Investment, Says Presi- 
dent Taylor—Over Quarter Mil- 
lion Insurance in Force 
St. Lourts, Mo., July 22—President Hills- 
man Taylor of the Missouri State Life Insur- 
ance Company announced today that his com- 
pany has purchased control of the Southwest- 
ern Life Insurance Company of Dallas, Tex., 

as an investment. 

The transaction was approved today by a 
special commission composed of the commis- 
sioners of representatives of the insurance de- 
partments of Missouri, Texas, Illinois, Indiana, 
Iowa, Oklahoma and Arkansas, which met in 
St. Louis. It is understood the Missouri State 
has purchased about 52 per cent of the South- 
western Life stock for approximately $7,500,- 
000. 

On the basis of its 1928 earnings the Texas 
company showed profits in excess of 5 per cent 
on the price paid by the Missouri State Life. 

The Southwestern Life started business on 
July 1, 1903, and has approximately $270,000,- 
000 of insurance in force and assets of about 
$30,000,000. It writes both ordinary and group 
life’ insurance on a non-participating basis. Mr. 
Taylor said that the Southwestern Life would 
be continued as a separate and distinct com- 
pany and will not be merged with the Missouri 
State Life. The present officers of the Texas 
company will continue in their present capacity 
and no changes in the administration or depart- 
ment heads is anticipated. 

The Southwestern Life operates exclusively 
in Texas. It has $2,000,000 capital and $2,000,- 
000 surplus and on January 3 paid a stock divi- 
dend of $1,000,000 and 14 per cent in cash. 


Guardian Life Fieldmen to 
Meet in August 


Large Attendance Expected to Attend 
Annual Convention to Be Held 
at Estes Park, Colo. 

The 1929 convention of fieldmen of The 
Guardian Life Insurance Company of America 
will be held in Estes Park, Colorado, on August 
22nd, 23rd, and 24th. Approximately a 15 per 
cent increase in the membership of the 
Guardian’s leaders club will be shown when 
the club year ends on July 31st. These mem- 
bers with their families should make an at- 
tendance in excess of any previous convention. 

Chicago and Omaha have been selected as 
the central meeting points for Guardian rep- 
resentatives from all over the country. Special 
trains will pick up the parties at these two 
cities to bring them to and from the convention. 
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First Six Months 1929 
32% Gain 


in Paid-for Business 


1929 (To June 20) $166,089, 195 
1928 (To June 20) 125,268,187 





Gain for Period $ 40,821,008 


—and this despite the outstanding record of 
1928, the greatest year in the history of the 
Company. 











HILLSMAN TAYLOR, PresIDENT 
St. Louis, Missouri 
































Admitted Assets Over 
$131,000,000.00 


Insurance in Force Over 


$1,200,000,000.00 
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Anchor Life Acquires 
Atlas 


Tulsa Companies Now Operat- 
ing Under Name of Atlas 
Life Insurance Company 








Planning Big Expansion 





Officers of Anchor Life to Manage 
Company—All Old Atlas Busi- 


ness Reinsured 





The Anchor Life Insurance Company and the 
Atlas Life Insurance Company, both of Tulsa, 
Okla., are now operating under a single direct- 
ing head. The stockholders of the two well- 
known life companies authorized the directors 
to close the deal at a recent meeting and the 
purchase was consummated immediately. The 
Anchor will reinsure all the business carried 
by the Atlas Life but will adopt the name of 
the latter, it being older and better known in 
addition to being authorized ot transact busi- 
ness in seven States, while the Anchor Life is 
qualified in only two States. 


The directors of the Atlas immediately re- 
signed and the officials of the purchasing com- 
pany were elected, in the reorganization, to 
head the company. The Atlas Life building will 
be occupied as the home office and a program of 
active expansion will be instituted according to 
announcement by the officials. Over a half a 
million dollars was paid for controlling interest 
in the Atlas. 


President Harry H. Rogers, head of the Na- 
tional Exchange Bank, will be assisted in the 
active management ‘of the concern by Vice- 
President William H. Walker, who founded 
both companies. Other officers elected were: 
H. L. Standeven, vice-president; E. C. Clima, 
secretary, and E. W. Jacob treasurer. Dr. L. 
A. McComb succeeds Dr. S. D. Hawley as 
medical director. H. O. McClure is the retiring 
president of the company and E. D. Mitchell 
the retiring secretary. 





EXECUTIVES VISIT PRESIDENT HALL 














The above photo shows a group of home 
office executives of The Lincoln National Life 
Insurance Company at Leland, Mich., the sum- 
mer estate of President Arthur F. Hall. Mr. 
Hall invited the group for a four day outing 
and a most enjoyable time was the result. 

In the picture in the front row are R. N. 
Rafferty, superintendent of agencies, Eastern 
division; A. L. Dern, manager of agencies; 
R. D. Holt, superintendent of agencies, Missouri 
Valley territory; Harry Shay, investment de- 
partment; T. A. Murphy, investment depart- 
ment and former Merchants Life executive; 
Frank Rouzer, purchasing agent. Standing are 


L. J. Kalmbach, assistant secretary; P. N. 
Mantz, head of the policyholders’ service de- 
partment and assistant secretary; S. C. Kattell, 
actuary; A. J. McAndless, secretary; H. C. 
McAllister, medical director; Arthur F. Hall, 
president; J. J. Klingenberger, auditor of 
agency accounts; M. D. Johnson, chief account- 
ant; R. A. Thorne, manager investment de- 
partment and assistant secretary; V. J. Harrold, 
superintendent of agencies, central division; 
R. F. Baird, general counsel; E. P. Hermann, 
director of publicity; and W. E. Thornton, 
medical director. Golf and other outdoor sports 
were the order of the day. 





The following were elected to the board of 
directors to fill the vacancies created by the 
resignation of the former Atlas directors: 
Harry H. Rogers, Robert E. Adams, E. W. 
Jacob, Alfred G. Heggem, E. R. Perry, Dr. T. 
A. Penney, J. A. Frates, Sr., and William 
Hargis Walker. 

Three other vacancies on the board are to be 
filled at an early date. 

The company, under the reorganization, will 
have some 30 millions of dollars of insurance 


in force and the consolidation of the two agency 
organizations will enable it to enlarge the pro- 
duction materially over what both companies 
have previously been writing, and at less ex- 
pense. Mr. Walker stated that the company 
will be able to start with a production of two 
million dollars or more of business per month, 
and it is expected that this will be materially 
and consistently increased from month to month. 

The Atlas Life Insurance Company was or- 
ganized by Mr. Walker and associates in 1918. 














be long coming. 


question. 


interested, address 








A Splendid Opportunity for the Right Man 


One of the young Legal Reserve Life Companies is in a 
position to offer a real opportunity to a young man, 30 to 35 years 
of age through becoming associated with us as a Home Office 
Agency Man with the expectation that he will develop as far in 
the home Office family as his ability to produce results warrants. 
We are not looking for the man out of a job. We want the young 
man who, in his present connection, may feel his promotion will 


His character, industry, education and other qualifications 
that go to make up a successful agency official must be above 


All correspondence and negotiations strictly confidential. If 
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UNQUESTIONABLY 


We have the finest disability contracts 
available today. A full line of non- 
cancellable, non-medical and other at- 
tractive policies. 


Some good territories may be had in 
Michigan, Pennsylvania, Indiana, II- 
linois, Missouri and California. 


Inquiries invited from underwriters 
who know the best. Liberal contracts 
to producers. 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 
Stock Company, Aathorized Capital, $1,000,000 
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Rules Against Misleading 
Annuity 





Commissioner Clark of Ver- 
mont Warns Life Companies 
Against Policy Form 


Calls It Beikins Act 





Contract Calling for Collections of 
Principal Sum With Small Annual 
Payments Not Allowed 





Life insurance companies licensed to trans- 
act business in the State of Vermont have been 
served with a warning against the issuance of a 
so-called life annuity policy with the principal 
sum payable at death. Commissioner of Insur- 
ance and Banking R. C. Clark maintains that 
this activity is more in the line of banking 
than insurance and rules that it is not permis- 
sible to life companies. The Commissioner’s 
letter follows: 

“Our attention has been called to the fact 
that some life insurance companies are issuing 
a policy where the principal sum, payable to a 
beneficiary at the death of the insured, is paid 
to the company at the issuance of the policy, 
with a small addition covering initial expense. 
During his life a small dividend, sometimes 
termed an “annuity,” is paid annually to the 
insured. 

“We cannot class such a policy as an annuity 
as the principal sum is not returned to the in- 
sured in annual installments based on his expec- 
tation of life. Such a transaction is of the na- 
ture of a bank deposit and the annual payments 
are interest on the sum deposited. 

“We consider that an insurance company is- 
suing such a policy is engaged in a banking ac- 
tivity which is outside its powers as an insur- 
ance company. 

“We have, therefore, ruled that it is not per- 
missible for an insurance company authorized to 
transact business in Vermont to issue a policy 
of this general character in this State.” 


New Company to Start in 
August 





Cornelius J. Shea to Head State 
National Life of St. Louis—350 
Stockholders Listed 
The State National Life Insurance Company, 
Arcade Building, which has been organized by 
Cornelius J. Shea, formerly with the Contin- 
ental Life Insurance Company of St. Louis 
and prior to that with the Michigan Mutual 
Insurance Company, probably will be ready 
to commence operations about August 1. Final 
details are now under way and formal approval 
of the Missouri Insurance Department of the 
company’s plans for operations will be sought 

within the next few weeks. 

Shea, who will be president of the company, 
reports that it has about 350 stockholders in 
St. Louis. 
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rights. 





Confidential communication invited from those i 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 


Scranton- Pittsburgh, Pa 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 























Consecutive Production Record 

O. F. Gilliom, Indiana. consecutive weekly 
production star of The Lincoln National Life, 
still leads and is constantly increasing his 
record. He now has reached the remarkable 
point of 775 consecutive weeks of production. 
Forty-nine LNL men have more than 100 weeks 
to their credit. 


Elected to Head Association 

E. J. Thomas, Lincoln National Life rep- 
resentative in Ashtabula, Ohio, has been elected 
president of the Ashtab:ila County Assoctation 
of Life Underwriters, adding one more to the 
long list of State and local association officers 
among the agency organization of that com- 
pany. 
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Life Company Mutualized 


Oregon Life Insurance Company 
Stockholders Approve 
Director’s Plan 


Action Long ¢ ¢ Contemplated 


Only Mutual ey Samia Operat- 
ing West of Rockies—Now in 
Four States 





Policyhoiders of the Oregon Life Insurance 
Company, Portland, Ore., voted to mutualize 
the company at a meeting held on Friday, July 
12. This action was taken after long discus- 
sion of the proposition and was approved by 
over 65 per cent of the stockholders, either by 
personal vote or by proxy. The Oregon Life 
does business in Oregon, Washington, Idaho 
and California and is the only mutual company 
operating west of the Rocky Mountains. 

The company was founded in 1906 by the 
late L. Samuel and has made substantial prog- 
ress every year since is inception. At the time 
of organization provision for mutualizing the 
company any time after 1911 was agreed upon 
by the directors. 

No change in management or operation is 
contemplated. The officers and directors of the 
company are as follows: C. F. Adams, presi- 
dent; Adolphe Wolfe, vice-president; Louis G. 
Clarke, vice-president; William Pollman, vice- 
president; C. S. Samuel, vice-president in 
charge of operation; W. C. Schuppel, vice- 
president in charge of agencies; W. P. Stal- 
uaker, secretary; Edward H. Geary, treasurer ; 
Raymond R. Brown, actuary and assistant sec- 
retary; Teal, Winfree, McCulloch & Shuler, 
general attorneys, and Dr. A. J. Giesy, medical 
director. 

Directors of the company are: C. F. Adams, 
Adolphe Wolfe, Louis G. Clarke, William Poll- 
man, W. P. Olds, Jefferson Myers, A. H. Dev- 
ers, H. L. Corbett, Joseph T. Peters, Leo 
Friede, W. L. Thompson, J. H. Booth, C. C. 
Colt and John A. Zehntbauer. 


Battrmore, July 20.—Joseph W. Brooke & 
Company have taken over the local agency of 
the Old Colony Insurance Company. 
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Over A Million a Day 


as Testimonial 


Equitable Group Insurance Field 
Force Pays Honor to 
Vice-Pres. Graham 


Maintained ‘on 100 Days 





Nine Billion Group Insurance Now 
in Force in the United States 
—Ten Billion by 1930 





As the result of a suggestion made at the 
Equitable Group Insurance Supervisors’ Spring 
Conference, a campaign was started on April 
17th to continue 100 days, not excluding Satur- 
days, Sundays and Holidays, to write a million 
dollars of Equitable group insurance a day, as 
a testimonial to William J. Graham, vice-presi- 
dent of the Society in charge of group insur- 
ance. The suggestion was a formidable one, 
but it was accepted by the field force and the 
members of the department with great enthusi- 
asm, with the result that over $100,000,000 of 
group business has been written—the goal has 
been passed. 

Mr. Graham, upon his return on the S.S. 
“Bremen,” in which it broke the world’s record 
for speed, from a short European holiday, was 
met by members of the committee and presented 
with the results of the campaign. 

The Committee in charge of the Campaign 
was composed of 


The largest case written amounted to $16,- 
000,000 in Group Life Insurance and $22,000,- 
000 in Accident and Health Insurance, covering 
10,000 lives; whereas the smallest case repre- 
sented $27,500 in Group Life Insurance protect- 
ing 50 lives. Thirty-three distinct classifica- 
tions of successful business and industry, repre- 
sentative of a cross-section of American enter- 
prise, endorsed the Equitable Group Plan. 

June was the greatest month in the history of 
Equitable Group Insurance, both in point of 
view to the number of cases written and in vol- 
ume; and, for the first six months of 1929, the 
Equitable’s total Group writings showed an in- 
crease over the same period in 1928 of 44.3%. 

The total volume of Group Insurance in force 
in the United States today, approximates nine 
billion dollars, and Mr. Graham predicts that as 
of January 1, 1930, it will reach the huge total 
of ten billion dollars. 


Notable Production Gains 
Some notable increases in paid business in 
The Lincoln National Life for the first six 
months of 1929 over the corresponding period 
of 1928 are: Kansas—248 per cent; Michigan— 
189 per cent; lowa—184 per cent; South Da- 
kota—178 per cent. 


Ted M. Simmons, manager United States 
Agencies of the Pan-American Life Insurance 
Company, left New Orleans on July 20 for 
the purpose of establishing new agencies in 
various sections of Tennessee, North Carolina 
and West Virginia. 





the following Equi- | 


table Group Super- 
visors: 

John A. Patton, 
chairman, Pitts- 
burgh: E,. BP. 
White, San Fran- 
cisco: Porter 
Clyde Shannon, 
New York City; 
Howard B. Kelly, 
Chicago: BH. E. 
Bray, Atlanta; J. 
Frank Caplise, 
Syracuse; John 
Price Hyatt, Wil- 
mington; M. : 
Donnelly, New 
Castle. 





During the cam- 
paign, 167 cases 
were written, as 
follows: 

65 cases were 
Written in the 
East. 

63 cases were 
Written in the 
Middle West. 

14 cases were 
Written in the 
West. 

25. cases were 
written in South. 


yore 
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Vice-President Wm. J. Graham of the Equitable Life Is Presented 
With $100,000,000 New Business on Deck of S. S. “Bremen” Just 
After Record Crossing 
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State Mutual Life Enters 
West Coast 


State of Kansas Also Included 
in Program of Expansion 
Now in Progress 


New Policy Forms Issued 








Agents at Recent Convention _Ap- 
prised of Plans and Given Outline 
of New Income Policy 





Announcement was made by company officials 
of the State Mutual Life Assurance Company, 
Worcester, Mass., at the recent convention of 
general agents held at Poland Spring, Mass., of 
the intention to enter the West Coast territory, 
as well as of new policy forms to be issued. 

Both eventualities have now come to pass. 
The company has entered the State of Kansas, 
appointing John R. Kincheloe general agent 
with headquarters at Wichita, and appointments 
for San Francisco, Portland, Seattle and other 
coast cities are imminent. 

President Bullock announced at the conven- 
tion the issuance of a new insurance with in- 
come contract, each unit starting with insur- 
ance protection of $1000 and building up by 
means of a pure endowment element into a cash 
value sufficient to at the ages of 55, 60 or 65, 
$10 per month for ten years certain and con- 
tinuous for the lifetime of the insured. The 
death benefit per unit is either $1000 or the cash 
value, whichever is larger. The maturity value 
at the age of 55 is $1680; at 60, $1490 and at 
65, $1322. 

The convention at Poland Springs was one 
of the most successful of a long line of similar 
meetings with all manner of agency problems 
being studied and discussed in detail. One of 
the addresses delivered at the meeting is re- 
printed elsewhere in this issue. 


IN SUMMER 


or in winter the representatives and 
policyholders of the Massachusetts 
Mutual enjoy not only the great re- 
sources and splendid facilities of this 
Company, but also that mutual counsel 
and co-operation which make every re- 
lationshp a definite advantage to all 
those who rely on our service. 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quar- 


ters of Insurance in Force 














Life Insurance 
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Here 


anal POLICYHOLDER on your books is a preferred prospect tor 


many needed forms of protection. The average hotel or restaurant, 
for example, requires forty different forms of protection to properly safe- 
guard its various insurance interests. Incidentally all of them may be 
written in the’AEtna Life and Affiliated Companies. 


@ If you are interested in analyzing the sales possibilities of your hotel and 
restaurant clients or prospects, we will be glad to send you a copy of the 
fEtna-izer Supplement, recently issued, entitled “Insurance and Bonding 


Requirements of Hotels and Restaurants.” 


ETNA CASUALTY & SURETY COMPANY 
and enclose 


ETNA LIFE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY 


AUTOMOBILE INSURANCE COMPANY /, Kana Casualty & Sarery 
of Hartford, Connecticut f Company 


a Hartford, 


a 


Pa Please send me a copy of the 
/  &tna-izer Supplement No. 134 


Look for Prospects 


Clip 


with your 
letterhead 


Connecticut 








“Insurance and Bonding Require- 
ments of Hotels and Restaurants.” 
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Women Should Know Life Insurance 


An Outline of What—and Why, They Should Know 
A bout a Subject of Vital Importance to 


Their Economic Well-Being 


By Lorry A. JAcoss 


Director Public Relations, Southland Life Insurance Co. 


HEN my daughter, who is now eight 
\ \ years old, reaches the age of sixteen, 

she is going to know as much about 
life insurance as I can teach her. This is 
not due to any desire on my part to have 
her enter the business of life insurance. It 
is due, however, to a desire that she know 
more about the business of living and, if pos- 
sible, avoid more of the tragedies of living 
than a great many women do. I sincerely be- 
lieve that a basic knowledge of the working 
of life insurance will go further than any 
other one thing toward helping her to that end. 


Three Point View 
There are three aspects of life insurance, as 
far as a woman is concerned: 


1. Insurance on a husband’s or a fiance’s life. 
2. Insurance on the woman’s life. 
3. Life insurance as a vocation for women. 


In the life insurance business we have a 
joking expression: “Backing the hearse up to 
the door.” That expression has arisen from 
a desire on the part of life insurance officials 
to get away from the gruesome side of the 
business and life insurance advisors are dis- 
couraged frem talking of that aspect. How- 
ever, it is sometimes necessary to deal with 
things that are not at all pleasant; and directly 
concerned with what a woman should know 
about life insurance is a little experience or 
observation of my own. 

One of the sweetest and most gentle old 
ladies I have ever known is now earning her 
livelihood in the employ of a financial insti- 
tution of Dallas. She came to me the other 
day and said: “You write a great deal about 
life insurance. I wish you would bear in mind 
that the greatest thing you can do—both for 
the institution of life insurance and for the 
public, is to impress upon women the fact that 
they ought to know as much as possible about 
what life insurance can do for them.” 

The fact of the matter is, that this sweet 
old lady is a victim of not knowing what she 
should know. Just twenty years ago, her hus- 
band was a prosperous, well-to-do-citizen. 
“Hard times” came along, however, and with- 
out her knowledge, life insurance policies on 
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his life, totaling more than $30,000.00 were 
dropped. Two years later when he tried to 
secure life insurance again, he could not pass 
a physical test; and there is some likelihood 
that worry over this fact hastened his pre- 
mature death. Certainly that sweet old lady 
should have known just what she knows now 
about life insurance. 

One other illustration, and we will get to 
some more cheerful thoughts. A _ splendidly 
educated woman, whose husband is a friend of 
mine, told me the other day, in his presence, 
that she was “exasperated with him” because he 
had just bought some more life insurance 
“despite the fact that we need so many things.” 
She may have been exasperated but I was far 
more exasperated with the fact that an other- 
wise intelligent and sane woman could think 
such a thing. She did not appear to have 
the slightest idea that life insurance was saving 
—and not spending—money ; and that the policy 
which he took out was entirely for Mer pro- 
tection and the protection of their child. 


The Sales Factor 


Someone has said that 95 per cent of life 
insurance is taken because of women; and 
that 95 per cent of life insurance not taken 
is because of women. I would go a step fur- 
ther and say that 95 per cent of life insurance 
is kept in force because of women—and is 
dropped because of women. More than one 
life insurance agent knows that many applica- 
tions have not been written because the wife 
wanted a new car, or a new dress; or thought 
it better to put the money in a prospective oil 
well, while without any doubt, life insurance 
is the greatest single device built up by civiliza- 
tion to safeguard the woman’s interests. 

If I were a young woman about to be 
married, one of the first things I would want 
to know would’ be: How much life insurance 
is carried by my fiance. The importance of 
this is recognized by life insurance companies 
granting without question, that the engaged 
woman has an insurable interest in policies 
on the life of her affianced lover. 

After marriage it is of vital importance that 
a women should know—not only how much 


life insurance her husband carries; but that 
she also should know: 

When the premiums are due. 

What forms of life insurance policies he has. 

Whether or not he has revoked his right to 

change the beneficiary. 

If the wife knows what forms of life in- 
surance her husband has, she can talk with 
him intelligently about continuing to take out 
additional life insurance, until he has built up 
his estate against the possibility of death. 


Know the Beneficiary 

If she knows when the premiums are due, 
she can see to it that he lets nothing interfere 
with the payment of the premiums and thus 
avoid what happened to the little old lady 
about whom I have written. 

And, finally, if she knows whether or not 
he has revoked the right to change the bene- 
ficiary, and if possible has insisted that he do 
so, she can in this way safeguard herself 
against the possibility that her husband will 
borrow against his life insurance and spend 
the money which she has helped him save. 
She will also protect herself against the possi- 
bility of his changing the beneficiary and thus 
giving to someone else, the benefits that are 
rightfully hers. 

The question of lapsation of life insurance 
policies is a very serious one; and life insurance 
companies have recently turned their attention 
to the possibility of communicating with the 
beneficiaries when there is evidence that policies 
will be lapsed. It is their belief that many 
policies would be kept in force if the bene- 
ficiaries—usually women—knew that such con- 
ditions existed. 

It may surprise you to know just how vitally 
women are affected by life insurance. Statistics, 
however, show that more than fifty per cent 
of all life insurance in force in America today 
is payable directly to wives; an additional 
twenty-five per cent is made payable to 
mothers; and some three or four per cent is 
made payable to daughters. 

These figures are rather surprising and they 
do not entirely represent the situation, because 
even business insurance is really for the pur- 


Life Educational 








16 


pose of protecting the interests of women, in 
that it proiects the businesses which their 
husbands own. 

One other fact is interesting in this connec- 
tion and that is, that eighty-five per cent of 
the estates that men leave consist of life 
insurance, and, sadder than this—at least 
seventy-five per cent of these estates are dis- 
sipated within seven years after the man’s 
death. 

There is a happier side, however, in the fact 
that men are, more and more, turning to 
monthly income plan of insurance which assures 
both them and their loved ones that an un- 
failing check will come to them as long as they 
live—after the bread-winner has passed on. 
It is possible, too, that women are going to 
be more and more capable of handling financial 
matters. The sad truth of the matter, at 
present, is that they usually turn over their 
affairs—after the death of the husband—to 
some relative who may not have all the scruples 
he should have; or who has not had the finan- 
cial or business experience necessary to fit 
him for handling such matters in the proper 
‘manner. 

Some life insurance companies are now com- 





municating with women beneficiaries, after a 
claim is paid. and giving the following advice: 


Keep Your Legacy Safe 

Thousands of hard-earned dollars are lost 
every year through lack of skill in investment. 

Do not be tempted by high interest rates or 
dividends. 

Generally speaking, the more attractive the 
promise of return the less safe is the invest- 
ment of the principal. Investments can be 
put to work for a reasonable return for their 
use. To ask more is to risk all in speculation. 

The fact that you have on hand a small 
amount of cash seems to spread rapidly, and 
you may be asked to accept the well-meaning 
but bad advice of friends. 

Distinterested advice from a man skilled in 
investment—anyone whose integrity is undoubted 
—will prove safer in the end, and you will 
do well to heed what he tells you. 

Lacking this, do not hesitate to write us 
fully concerning your problem. It may be that 
we can solve it for you. 

There is probably no happier side to life 
insurance than the educational endowment. 
Every woman can assure her children an edu- 
cation through the use of this plan of insurance ; 
whether it be on her life, or on her husband’s 
life. The olan simply provides an endowment 
fund for the child, to be paid in monthly 
installments, starting when that child enters 
college. Certainly no mother can afford to be 
ignorant concerning this happy answer to one 
of her greatest worries—whether her child 
will be given a proper education. 

That the young lady, before mentioned, was 
absolutely wrong in her views on life insurance 
goes without saying. It is true that she is 
not a spend-thrift and is already placing small 
amounts in the savings bank and in turn con- 
verting her savings into safe investments. 
However, without life insurance, a single year’s 
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illness, and possibly continued disability, would 
more than wipe out these savings and leave her 
for the remainder of her life dependent upon 
others who might not be so glad to assume 
the burden. 

Women—especially women who prefer a 
career to matriage—are turning—we are pleased 
to find—movye and more to life insurance as the 
best and surest means of building up an estate 
for themselves to take care of their old age. 

It is largely a matter of education and in 
this regard, we might as well confess that life 
insurance companies have been remiss. They 
are, however, waking up to the fact and are 
promulgating propaganda and advertising which 
will serve to educate women upon the subject 
of their needs for life insurance. 

Life insurance companies are also growing 
more liberal in the matter of granting life 
insurance to women. One of the largest com- 
panies in this country recently announced that 
hereafter engaged women will be considered 
for insurance in the same respect as are other 
single women. Heretofore, they were con- 
sidered on the same basis as married women. 

The amount of life insurance which a woman 
may obtain is being steadily increased; and 
some few life insurance statistics would have 
it, that women are better risks both physically 
and morally than men, as a whole. 

So much for the question of insurance a 
woman may place on her own life. 

There is another vital point, however, in 
connection with life insurance for women. and 
that is: its use as a vocation—either as _ in- 
surance advisors, or in many capacities in 
home offices of life insurance companies. To 
my mind, the girl whose ability lies along the 
lines of clerical or secretarial duties, could not 
find a more promising place to work than in 
the home office of a good life insurance com- 
pany; her surroundings are usually everything 
they should be; and certainly the standards of 
the business are higher than those of the 
average business. In addition to this, oppor- 
tunities are penty for the willing and intelligent 
worker. 

So much—for “What a Woman Should 
Know About Her Fiance’s or Her Husband's 
Life Insurance.” 


Insuring the Woman 


One other point before I go on to the ques- 


tion of—“The Insurance a Woman Should 
Place on Her Own Life” is: 

If the life insurance held by a man is pay- 
able to his wife in a lump sum, certainly she 
should spend some of her time studying the 
handling of larger sums of money. She should 
learn the rules which govern safe investments— 
the most important of which is, that: “The 
higher the rate of interest—the less safe is 
the investment.” The standard, of course, is 
set by the 31.—4—or 4% per cent bonds issued 
by the Government. The safety of an invest- 
ment fluctuates around these points. 

If, however, a woman has not the ability, 
nor the desire, to learn about investments, then 
she should insist that her husband change a 
large part of his life insurance to the monthly 





income plan, which will assure her a monthly 
check as long as she lives. 

In talking with a young woman the other 
day—the secretary of a Dallas business man, 
and one of the most capable and efficient work- 
ers I have ever known. I was astonished to 
have her say to me: “No one will ever sell 
me a dime’s worth of life insurance.” Flabber- 
gasted, though I was, I asked her “Why?” 
Her only answer was that she “just did not 
believe in it.” 

As a matter of fact, life insurance is the 
greatest single device known for the purpose 
of providing for the old age of an unmarried 
woman. It can, and very often does, the 
following things 

(1) Makes provision for her last illness and 
final expenses; (2) Takes care of her as long 
as she lives if she should become totally and 
permanently disabled; (3) Gives her a safe 
investment; (4) Gives her collateral on which 
she may get ready money quickly; (5) Helps 
her to start other plans for systematic saving ; 
(6) Brings returns to her at a time when her 
physical ability may be impaired; (7) And, 
finally, even though she may marry, insurance 
can be the one thing which will stand 
between her and total financial dependence. 


Acceptable as Agents 

There was a time when women were not con- 
sidered highly as agents for a life insurance 
company. That day, however, is passing, with 
woman’s growing knowledge of a world of 
affairs. Plenty of women can now discuss 
financial prohlems with a man in an intelligent 
and sympathetic manner. She can do this— 
if she realizes what is best for her—without 
intruding upon her clients the consciousness 
of her sex. Plenty of women are now pur- 
suing this vocation and are finding the business 
of placing life insurance one of the most 
lucrative that can be imagined. There are, 
indeed, some women now in the business who 
earn as high as $75,000.00 per year; working 
when—where—and how they please. They are 
the exception; but there are many others who 
are earning a good living. Women ought to 
especially consider the advantages of being a 
life underwriter. For instance—a widow who 
has a child can earn an extremely comfortable 
livelihood for herself and her child by writing 
life insurance, and not be compelled to be away 
from home when she is most needed there. 

The main fault, it appears, has been that 
woman are too ready to accept “No” for an 
answer. Very few men, or women either, ever 
wanted to buy life insurance; and very few 
ever bought it the first time they were solicited. 
Our experience has been, however, that once 
a woman got the idea that she must persist, 
and that in reality she was doing a favor for 
her client when she persuades him to take 
out insurance on his life, she has succeeded 
beyond her greatest expectation. 

As I have said before, when my daughter 
is sixteen years of age. she is going to know 
everything I can teach her about life insurance. 
And I earnestly hope that I have been clear 
as to why I believe this is the proper course. 
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Frank Talks With Industrial Agents 


Planned Effort Eliminates Many Acts of Carelessness 





and Oversight Which Cost the Agent 


ECENTLY, an _ industrial insurance 
R agent said to his company’s field rep- 

resentative: “I have a man who wants 
to take an infantile ordinary endowment on 
his daughter, but she is now nearer ten than 
she is nine. Will the company write this 
business and date the policy back?” 

The field man explained that this could not be 
done legally, asking the agent why he did not 
sell the prospect an adult policy. 

“Because he doesn’t want that. 
the other policy.” 

“Why didnt’ you sell him the other policy 
then. before the child’s age changed ?” 

“I forgot to go to see the prospect until it 
was too late.” 

This is a true, and also a very sad tale. 
There is really no excuse for the agent’s care- 
lessness. 

The man collecting a debit is charged with 
a multitude of details and he has much responsi- 
bility. Unless he works systematically, he 
will certainly slip-up now and then, as_ this 
agent did, he will pay the penalty one way or 
another, usually in the loss of good commissions. 

The agent who does not trust entirely to 
his memory, but who has a plan, crude or 
elaborate as best suits him, and 
sistently follows that plan usually has a good 
production record. 

In the industrial business, the agent has at 
his command an almost unlimited supply of 
prospects. Hardly, if ever, a day should pass 
that he does not find some one to whom he 
can sell ordinary. Many agents do not realize 
that this vast wealth of prospects is right at 
their doors, or realizing it, fail to grasp the 
importance of systematic canvassing for or- 
dinary. To carry the figure of speech a little 
further, they are very much like a man who 
comes into a large fortune, and who loses it 
not through bad investment but through care- 
lessness. 


He wants 


who _per- 


A Simple System 

As prospects are gathered, the names and 
other essential information—date of birth, age 
change, date of promised interview, etc.— 
should be carded. All companies supply their 
agents with stock for keeping such records. 
The cards should be carefully arranged and 
filed, so that it will be impossible for the agent 
to overlook getting an interview at the proper 
time. 

I can almost hear some reader exclaim: 
“Takes too much time; costs too much!” 
Well—the company furnishes the cards. A 
few moments are all that is necessary for 
jotting down the information about each pros- 
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Time and Money 
By WILL1AM THORNTON 


pect as it is gathered, and certainly nothing 
more elaborate or more expensive is required 
for filing equipment than a few rubber bands 
and an old cigar box. Ten minutes at home 
every night should be ample for the arrange- 
ment and re-arrangement of the cards. By 
going through the file each night, as the new 
cards are inserted, prospects for the next day’s 
soliciting may be withdrawn. And_ finally, 
when a card has served its purpose, that is, 
when the business has been closed, or when the 
agent decides he can never close it, the card 
should be destroyed. Otherwise, the prospect 
file would ultimately become cumbersome and 
largely useless. 


Your Own Plan, If It Is Better 

This is a suggested plan, simple enough. 
There are many other plans, some perhaps 
better, and certainly some more elaborate. 

The point is, not the kind of plan the agent 
uses, but that he has a plan of his own, and 
follows it daily. 

Then there can be no excuse for oversights, 
for failures to keep appointments with pros- 
pects, for failure to get results. 

Any agent, regardless of the size of his in- 
dustrial debit should 
least six ordinary interviews every week. Too 
often, the trouble is not a lack of time, but a 
lack of real prospects, for which there is no 
And if he will force himself to have 
these six week out, 
he will produce a volume of ordinary business 
satisfactory to the company and to himself. 


have the time for at 


reason. 
interviews week in and 


Get a Check With the 
Application 
(Continued from page 3) 

Instead of his widow enjoying $300 a month 
income, she “today is working down town in 
Boston. Practically everything went out the 
window, and the $25,000 that he told me he 
had they couldn’t find. They only could find 
$10,000 of it. That was one of the greatest 
lessons I ever possibly could have had in this 
business. It made an impression on me, and 
I don’t care who the man is, I am going to 
get his money if I possibly can. 

One of our younger and most promising men 
in the office ran into his first large case not 
long ago. Naturally he was elated. He came 
away without getting payment on the policies 
issued. He went back to see that man. Of 
course the man was pleased to know the com- 
pany had accepted him, and so on, but he said, 
“T will pay you next week for them.” 

The fellow took it as a matter of fact, but 


somewhere on the way back between that 
man’s office and our office, something crept into 
his mind and soul. Probably the old fight 
got into him, the thought that something might 
happen. Anyway, he went back to the man’s 
office and inside of five minutes came out with 
a check. Why? Simply because he had asked 
for it. 

When you come right down to it and stop 
to think of what we owe to the company and 
to the world at large, it is one of the greatest 
securities of any kind that I can think of or, 
that you can name. There is positively no 
fluctuation, no depreciation; it is good today, 
and ten, twenty, thirty years from now. Come 
what may; you can have panics, depressions, 
or anything, but this is positively guaranteed 
to the world at large. Why should you be 
afraid to ask a man for money? You can 
meet that man twenty years from now and 
look him in the eyes. You don’t have to duck 
around the corner. He you, “I 
thank you for helping me. 
doing what you did.” 


say to 
I thank you for 


may 


How different our business is from the ma- 
jority of lines. Suppose you are selling bonds 
or securities and told one of your friends to 
come in on a certain proposition, that it was 
going up, and instead of going up it went down. 
How would you feel then? You have taken 
his money and you have given him something 
entirely different from what you represented, 
although it is not your fault but the fault of 
interests and influences that you can’t control. 

I say this to you: If you sell a man in- 
telligently—and by intelligently I mean not to 
use technical terms but boil it down to facts 
so that he understands what you are talking 
about, so that he can visualize the future, so that 
he can see what insurance will do for him, 
the security, the peace of mind and soul, the 
keeping of his family together, the protection, 
the comfort. the luxuries of life—he somehow 
or other will find the money to buy it if 
you bring it down in cold concrete facts that 
he understands. 


Beside the Point 

You never yet have seen a crowd of men 
who wanted to see a big football game, arguing 
about where they were going to get the price 
to get in. They were wondering where they 
were going to get the tickets. 

So I say to you, go at him, and don’t go 
at him in a begging frame of mind, because 
if you make a man respect you he is going to 
respect your business. 

Say to him, “Mr. Jones, I congratulate you 
on your examination. I want your check, 
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| pace has it that a certain great ruler in Hindustan 
was stricken with a sickness supposed to be fatal. 
But by some miraculous turn of fortune, the ruler was 
spared his life, and in his gratitude, he decided to give a 
large sum to the poor of his kingdom. He possessed a 
magnificent elephant whose size was the marvel of all 
who saw it, and he issued orders that a sum of silver, equal 
in weight to that of the elephant, should be distributed. 


But how was the elephant to be weighed? The most 
skilled carpenters were unable to construct a balance strong 
enough to support the weight of the elephant. The wisest 

men in the kingdom were called into conference, but they 

were unable to solve the puzzling question. Just when it 

began to appear that the problem was unsolvable, an old 
sailor was ushered before the ruler with the information 
that he could weigh the -lephant. 


With the promise of a large reward, the sailor set to 
work, He secured a large and sturdy barge and had a plat- 
form built upon it. After much persuasion, the elephant 
was induced to walk out upon the barge. This caused the 
barge to sink fer down into the water, and the sailor 
marked the level all the way around. The elephant was 
then led off, and silver was heaped upon the barge until it 
sank to the same level. When this occurred, the sailor 
of course had the elephant’s weight in silver. 








HOW TO WEIGH AN ELEPHANT— 


We of the Life Insurance Business also have an elephant 
to weigh. This famous elephant is much talked about, its 
weight is conceded to be enormous, but little is actually 
known about it. The name of this elephant is “Public 
Opinion.” 


Public Opinion quite often turns out to be a “white 
elephant.” But for those who can properly weigh it, Pub- 
lic Opinion is frequently worth its weight in gold. Ona 
basis of satisfied customers and repeat orders, public opin- 
ion weighs in noticeably heavier each year on the Union 
Central scales. 





Customers Who Come Back Because of Greater 
Satisfaction Every Year 


Per cent of annual new business written in the Union Cen- 
tral on old policyholders 


DDD oy 5:'0''s 1610) 6/0) 5/0110 54 955] sda 89-9 8:6) 0e winie: Sista! Siw\e eidinieare 44% 
MUG 0 (0 00:0 018 bieie 9\0/$:6 0-5 /e\alehy $10/6/6)0\ wie -ereieiaie <a! siereiaieioieve 43% 
BRN = uw aieie o\s/e staptinin'e oi ee g's sic a siseie Gisis 7s eli ase Alaa 42% 
OO ses 4:00 4m oe 0:0 010 :0'0'0 0 ]010\0.0s/ 0, 61018 winiw.s sieie die cle ware 39% 
TOSS. coc ccccccccspovccvcncccccecceccesccccoe 38 


Revivals and additions are not included in the above figures 
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SUCCESSFUL ANSWERS TO 


C. L. U. DEGREE QUESTIONS 


The Question and Answer Series of the Chartered Life 
Underwriters’ Examination published in five installments in 
THE INSURANCE FIELD, aroused such intense interest 
throughout the country that in response to the many re- 
quests from our subscribers, we have reprinted it in book- 
let form. 


32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 
Salesmanship, Commercial and Insurance Law, Finance 
and General Educational features. 


This series does not purport to show perfect answers to 
each question, nor to indicate that the answers presented 
were the best that appeared on any paper, but rather to give 
representative answers. Many of the questions and prob- 
lems involved the use of judgment on the part of the can- 
didate. Accordingly, no hard and fast solution could be 
expected. Credit was given for the reasonableness of a 
candidate’s answer and the intelligence with which he ap- 
plied his knowledge. 


Single copy $1.00, postpaid 


Discount on quantity orders 


THE INSURANCE FIELD CO. 














Send Your Order to 








P. O. Box 617 















Louisville, Ky. 











‘Joe Jenks is a dandy golfer. He’s developed an approach that 
lays the ball right up to the pin.” 

“Yes, but his golf approach is no better than the one Reliance 
Life Perfect Protection gives him every day.” 

















THE SPECTATOR 


July 25, 1929 






cr = 3 Ww Aef ef t& 


K 


pe 
tri 


pet 
cal 
ma 











because your policy is not in effect until you 
have given me your check.” 

It is good salesmanship to compliment the 
man by overshooting and making him think that 
he can buy $25,000 or $50,000—it makes him 
feel good—but when you get to the actual 
mechanics of the whole transaction, bring out 
the point that he can pay for it one of five 
ways—annually, semi-annually, quarterly, or 
even by short rating it. There are five differ- 
ent ways he can pay for it, and if you can’t 
sell $10,000, sell $1000, but for heaven’s sake, 
pay for it, and let him build up several $1000 
policies until he has the $10,000 or the $50,000 
that he wishes he had. 

Get the man in the position where he feels 
you are doing him a service. As I said before, 
that service lies in making it possible for him 
to visualize what this whole thing is about. 
You take an ordinary life policy. It simply 
says, “Will pay.” But he realizes he has to 
pay ten, fifteen, twenty, twenty-five years, 
possibly for life. If you get that man out of 
the frame of mind that it is a life policy and 
make him realize that it represents, the moment 
he steps out of the picture, cash, security, any- 
thing that you want to call it, to all that is 
near and dear to him in life, I think you will 


have very little difficulty in getting him to pay 
for it. I am not going to attempt to coin a 
phrase, but I would suggest using the slogan, 
“Just ask him.” He might fool you and say 
“¥ és 

The man that you have to look out for is 
the man who is irresponsible. He is not serious 
or intent upon doing anything that he should 
do. When the policy comes down, you have 
got to chase after him. It may be a period 
of four days from its clearance at the home 
office, to possibly two or three weeks. A lot 
can happen in that time, and you have to go 
back and start all over again with that man. 
He has probably forgotten all about what you 
have been talking about. He has cooled off, 
and instead of selling him that policy I am 
afraid that we assume the attitude of begging 
him to take it, which is entirely wrong. 

We want to get away from that attitude 
entirely—that attitude and atmosphere of 
begging any man to buy something that is the 
best thing in the world. 

In closing I am simply going to add the 
words, “Be sure and ask him,” and ask him 
at the psychological moment—directly after the 
examination. 





The Debit Man and His Job 


Intimate Relation of the Industrial Agent with the 
Insuring Public and His Opportunities 
for Educational Work 


By W. T. O’ConNor 
Assistant Editor of Publications, The Prudential Insurance Company of America 


E today realize that the industrial 
W agent is one of the greatest educational 

forces in the life insurance business. 
He literally catches his prospects at the cradle 
—or very close to it. His weekly visits to the 
homes of his company’s policyholders are more 
or less of a routine matter to the insured. Life 
insurance is a commonplace affair to them long 
before they reach their majority. They do not 
have to be converted to the idea. They have 
lived with it since before their memory began 
to function. They are ripe and receptive pros- 
pects for ordinary insurance. True, the indus- 
trial man has the inside track for the business 
because his company writes ordinary, but corm- 
petition is not barred and the industrial man 
can generally be depended upon to make a clean, 
manly contest. 


The Debit 

The debit is the total of the premiums he is 
charged with collecting every week. This total 
varies according to the amount of new business 
he writes, transfers to and from his route, and 
several other factors. A debit may run over 
$250 so that a. man who hopes to cover his 
route by a specified fime cannot let grass grow 
under his feet. He collects nickles, dimes, 
quarters and larger amounts, and he canvasses 
as he collects. If he scents a possible ordinary 
Prospect in the person of the head of the fam- 
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ily he arranges with the wife to see father at 
night. His collection book tells him that 
Junior passed age 10, and that he is therefore 
entitled to have insurance increased. And it is 
generally increased. He makes inquiries about 
new tenants in the house, and endeavors to keep 
all of his insured interested in new policies. 

His greatest problem and his chief exaspera- 
tion is the policyholder who wants to lapse his 
policy. Neither the agent nor the company 
look upon lapses with favor, whether they be 
the cancellation of policies only a short time 
in force ,or older ones that rate a cash sur- 
render. Either represents a waste of time and 
an actual money loss. The agent exerts himself 
to the utmost to save the business, making 
night calls if necessary. 

If a policyholder on his debit dies he im- 
mediately completes the claim papers and de- 
livers the check. Claims are given the best 
attention so that they may be paid as soon after 
death as possible. 

He makes out an account every week. This 
is a detailed statement of the premium status 
of every policy in force on his debit. Inasmuch 
as low premium arrears, premiums paid in ad- 
vance and a low lapse percentage are commend- 
able features of an account sheet, he has devoted 
real effort to these features of his work while 
collecting. 
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The latter part of the week is spent in back- 
calls for unpaid premiums, and to canvassing. 
This is generally a door-to-door proceeding, 
and persistency brings its sure reward. 

Industrial agents are generally associated in 
groups of six to ten under the immediate direc- 


tion of an assistant superintendent. The as- 
sistant holds his position by virtue of his agency 
experience and the ability to supervise men. A 
superintendent heads the whole group. He 
must be a competent executive and administra- 
tor, with more than average ability as a promo- 
tion and sales manager. 

An industrial agent who knows his business 
yields nothing in life insurance knowledge to 
his ordinary colleagues. He must know his 
company’s ordinary policies as well as its 
weekly and monthly premium contracts. He 
has to handle vastly more detail work. 

Because of the frequency of his visits to the 
policyholders’ homes he gets to know them un- 
usually well. The work quickens his interest 
in his fellowmen and women, and this arouses 
their friendliness and goodwill. He is fre- 
quently asked to advise them about business or 
money matters that are unfamiliar to them. His 
suggestions are welcomed and respected. 

Like his ordinary brother, the industrial man 
is a real fellow, and the better they know each 
other, the better they will like and respect each 
other. 


How to Determine Insurance Needs 

The Mountain States Life Agency News re- 
cently gave the following suggestions as means 
of emphasizing the need of adequate life insur- 
surance coverage: 

Take your pencil and a piece of paper: , 

First, set down the total amount of life in- 
surance you now have, whether it is $1000, 
$5000 or $50,000. 

Second, scratch out the last two ciphers. 

Third, divide the number that remains by 
two. 

Your answer is the amount of monthly in- 
come from your life insurance you are leaving 
to your wife or dependents when you die. 

This result may show you over-insured or 
that you are not carrying enough life insurance. 

Another simple way to figure how much life 
insurance you should carry is as follows: 

If the interest on your life policies, plus the 
income on your other investments, will equal 
one-half of your present income and earnings, 
you do not need any more life insurance. If it 
does not, then you do need more as surely you 
would want to leave your family an income 
after your death of at least one-half of what 
it is now. Your earnings will stop at your 
death, but so will your personal expenses, there- 
for 50 per cent is a safe amount to figure on. 

As an example, supposing your income from 
securities is $2000 and your salary $10,000, and 
you wish to leave your family at your death 
one-half of your present income, which would 
be $6000 a year. As your securities would 
pay $2000, you should carry enough life insur- 
ance to yield $4000 a year more. That means 
about $60,000 of insurance. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 
NEAL —— President N KAY, Vice-President and Treasure 


JOH 
H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 
ORGAN#ZED 1855 


FIREMEN’S INSURANCE COMPANY 








OF NEWARK, N. J. SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$56,065,676.33 $19,562,549.89 $13,500,000.00 $23,003,126.44 $36,503,126.44 





a M. GRATZ, President ; NEAL BASSETT, Vice-Pres’t 
HN KAY, V. -Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 








$ 6,036,606.06 $ 2,834,467.72 $ 1,000,000.00 $ 2,202,138.34 $ 3,202,138.34 
a BASSETT, President JOHN KAY, Vice-Pres. and Treasurer 
H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


ORGANIZED 1854 


MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 





$ 4,881,357.40 $ 2,770,413.44 $ 600,600.00 $ 1,510,943.96 $ 2,110,943.96 | | 
— BASSETT, President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 


OF PITTSBURGH, PA. 





$ 5,021,040.43 $ 2,502,743.59 $ 1,000,000.00 $ 1,518,296.84 $ 2 nee 
A. H. Tee. Frscident NEAL BASSETT, Vice-Pres 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, av. “Pres’t ( 


ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 


OF PITTSBURGH, PA. 





$ 4,837,239.59 $ 2,492,228.84 $ 1,000,000.00 $ 1,345,010.75 $ 2,345,010.75 
Ww. feed Agere NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Presa’t n 
ORGANIZED 1870 ti 


CONCORDIA FIRE INSURANCE CO. d 


OF MILWAUKEE, WIS. ti 
$ 5,359,804.52 $ 2,486,092.08 $ 1,000,000.00 $ 1,873,712.44 $ 2,873,712.44 f 


CHARLES L. 7 President NEAL BASSETT, Vice-Pres’t tl 
KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’s WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t ; 
1 


ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO. 














OF CONCORD, N. H. 

$ 666,598.88 $ 196.08 $ 300,000.00 $ 366,402.80 $ 666,402.80 | de 
CHARLES L. JACKMAN, President ORGANIZED 1905 M. R. JACKMAN, Vice-Pres’t De 
UNDERWRITERS FIRE INSURANCE{CO. _ 

OF CONCORD, N. H. “ 

$ 175,689.24 $ None $ 100,000.00 $ 75,689.24 $ 175,689.24 di 
CHAS. H. YUNKER, President ORGANIZED 1852 A. W. GROSSENBACH, Vice-Pres’t 2 

a 


MILWAUKEE MECHANICS INSURANCE CO. 


OF MILWAUKEE, WIS. 





$12,792,945.35 $ 7,243,098.89 $ 2,000,000.00 $ 3,549,846.46 $ 5,549,846.46 i 
ye BASSETT, Chairman of Board = 

J. SCOFIELD ROWE, President J. DONEGAN, Vv. -Pres’t & Gen’! Counsel S. WM. BURTON, Misia t po 

C. HEYER, Vice-Pres’t EARL R. HUNT. Vice-Pres’t WM. P. STANTON, Vice-Pres’t S.K. McCLURE, V ice-Pres’t an 


J. 
JOHN KAY, Vice-Pres’t A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t E.G. POTTER, 2d Vice-Pres’t 
ORGANIZED 1874 





METROPOLITAN CASUALTY INSURANCE CO. * 

OF NEW YORK, N. Y. ral 

$15,452,308.70 $10,173,698.43 $ 1,500,000.00 $ 3,778,610.27 $ 5,278,610.27 un 
C. W. FEIGENSPAN, President W. VAN WINKLE, Vice-Pres’t & Gen’l Mgr. cla 
WINTON C. GARRISON, Vice-Pres’t & Treas. ORGANIZED 1909 E. C. FEIGENSPAN, Vice-Pres't in 
COMMERCIAL CASUALTY INSURANCE CO. sai 

OF NEWARK, N. J. 

$14,975,568.30 $ 9,975,568.30 $ 2,500,000.00 $ 2,500,000.00 $ 5,000,000.00 five 





TOTAL NET PREMIUMS $50,467,137.06 tha 


EASTERN DEPARTMENT a 


WESTERN DEPARTMENT 10 Park Place PACIFIC DEPARTMENT aie 
an ge SRE, tones. Il. Newark, New Jersey “a *. Sansome Pinot , 
anager n Francisco, ifornia cou 
Ass’t Managers — — a W. W. & E. G. POTTER, Managers low 
H. R.JM. SMITH “4 t., Toronto, Canada Ass’t M zs 
AMES SMITH . FRED W. SULLIVAN MASSIE & RENWICK, Ltd., JOHN R. COONEY tor 
7 
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Virginia Case May Not 
Reach Courts 


Compromise Predicted as Means 
to Avoid Five Year 
Litigation 


Rate Reduction Not Feasible 








Companies Would Be Forced _ to 
Withdraw from State If Polli- 
ticians Put Reduction Over 





Ricumonp, VA., July 24—There were no 
new developments in the Virginia fire rate con- 
troversy last week, but the case is causing much 
discussion. One observer, who is in a posi- 
tion to know what is going on beneath the sur- 
face, predicts that the case will never get into 
the Virginia courts. What the politicians who 
have agitated the matter want is immediate re- 
lief from the present rates, and they realize that 
if they take their case to court and win a quick 
decision ordering a reduction, that the com- 
panies will take an appeal, and the case will 
consequently drag on through tribunal after 
tribunal as the Kansas and Missouri rate cases 
did, and that it will be five years or longer be- 
fore there is any actual reduction in the present 
tariffs. 

A prominent and well informed Richmond lo- 
cal agent also predicts a compromise. He says 
as a matter of fact that in some instances the 
position assumed by the companies is untenable, 
and cannot be justified. For example, the rate 
in Richmond, a protected town, on a frame 
dwelling with metal roof is 52 cents. The same 
rate on this classification in Chester, a small, 
unprotected rural town is 43 cents. The same 
classification in the “Valley,” the section of 
the State in which the least tariffs prevail is 
said to be 40 cents. 

The politicians want the tariffs in all of the 
five subdivisions of Virginia reduced to the 
level of the “Valley” tariffs. The concensus is 
that this will never be accomplished. Even if 
a compromise is not reached, and the courts 
order such a drastic reduction, the companies 
could not write throughout Virginia at these 
low rates, and would be forced to withdraw 
for the State. 

This matter of a common rate level is an in- 
teresting one. As far back as 1918, Hon. Joseph 
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Higher Commissions on Pacific Coast 
San Francisco, Cauir., July 23.—A higher 
scale of commissions to agents in 
California was finally adopted at a_ special 
meeting of the Board of Fire Underwriters 
of the Pacific, held on July 18th. The new 
commissions, which range from 15 to 30 per 
cent instead of the previous scale of 15 to 25 
per cent, are effective as of July 1st, but will 
be paid only to clear agencies. The method 
of granting these higher commissions to other 
agents is left with the board’s executive com- 
mittee; it is anticipated that the committee will 
weigh the merits of each individual case before 
takng any action. The board also adopted the 
compromise agreement with the Los Angeles 
Insurance Exchange on July 18th; under this 
agreement agents in Los Angeles will receive 
commissions of from 15 to 30 per cent in return 
for the re-districting of the Los Angeles met- 
ropolitan area and limiting agents therein. 


insurance 


Lincoln Fire Appointment 
San Francisco, Cauir., July 23—The Re- 
insurance Underwriters, Inc., have been ap- 
pointed Pacific Coast general agents for the 
Lincoln Fire Insurance Company of New York. 


G. A. R. Heuer is president of the newly 
formed Reinsurance Underwriters general 
agency. 





Button, Commissioner of Insurance, looked into 
the subject, thinking that abolishment of the 
five separate tariffs would be desirable. Col. 
Button admits now that he soon saw that the 
plan was not feasible. When the present agita- 
tion was begun over two years ago, Dr. J. A. 
C. Chandler, chairman of the legislative commit- 
tee, had a great deal to say about the desira- 
bility of uniform rates for the State, but after 
his committee had conducted its hearing, he let 
the whole question drop, merely glossing it over 
with a few words in his report to the generai 
assembly. 

As a matter of fact, if the rates are brought 
to a common level, it will mean higher average 
rates than now prevail in the “Valley” and 
“Eastern Shore.” Curiously enough one of the 
chief agitators in the present controversy lives 
in the Valley, and naturally any increase in that 
section will react unfavorably against him, po- 
litically speaking. 






F. P. Hamilton President 
Queen of America 


N. S. Bartow Resigns After 
Forty-Five Years Service 
on Account of Health 


Frank E. J enkins Vice-President 


S. F. Nininger Second Vice-President 
and Secretary 








Samuel Sloan, chairman of the board of the 
Queen Insurance Company of America, has 
announced the resignation of President Nevett 
S. Bartow, effective August first. 

After forty-five years of distinguished ser- 
vice to the Queen, during which time he has 
held the positions of clerk, special agent, sec- 
retary, vice-president and president, Mr. Bartow 
has felt compelled to resign due to the state 
of his health. 

Succeeding Mr. Bartow as president is Fred- 
erick P. Hamilton, vice-president and joint 
manager of the Chicago department office. Mr. 
Hamilton entered the insurance business as a 
boy with the Commercial Union Fire Insurance 
Company of New York and was for ten years 
in the Eastern department. After serving as 
assistant secretary of the American of New 
York for five years he became affiliated with 
the Queen with whom he has been connected 
for about twenty-five years, and for the past 
seven years has been Western manager at 
Chicago. 

Frank E. Jenkins, second vice-president, has 
been elected vice-president and Sigourney F. 
Nininger named 2nd vice-president and _ sec’y. 


A New Service for Agents of Fire 
Association 

The Fire Association of Philadelphia is now 
making available for the use of its agents and 
those of its affiliated companies, the Reliance 
Insurance Co., Victory Insurance Co., and Con- 
stitution Indemnity Co., a “service” prepared 
by Mr. Harcld K. Remington, vice-president 
of the Constitution Indemnity Co., and copy- 
righted by the Fire Association, entitled “In- 
surance Audit.” 

This “service” 
agent to study, 
insurance needs. 


is one which enables the 
in a systematic way, clients’ 


Fire Insurance 
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CORROON & REYNOLDS FLEET 0 
B 
EXTENDING COUNTRY-WIDE SERVICE AND PROTECTION m 
th 
DECEMBER 31ST, 1928, STATEMENTS i 
AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK LONG ISLAND FIRE INSURANCE COMPANY 

Assets Liabilities Capital *Net Resources Assets Liabilities Capital *Net Resources vi 

$10,099,162.29  $3,394,266.51  $2,000,000.00 6, 704,895.78 $408,657.14 $42,532.38 $200,000.00 $366,124.76 
co 
BRONX FIRE INSURANCE CO. OF THE CITY OF NEW YORK manent eS oe co. ef 
$4,889,591.12 $755,197.32  $1,000,000.00 $4, 134,393.80 $5,774,475.31  $1,291,847.16  $1,000,000.00  $4,482,628.15 wa 

BROOKLYN FIRE INSURANCE COMPANY NEW YORK FIRE INSURANCE COMPANY 
$5,762,813.80  $1,293,331.77  $1,000,000.00 — $4,469,482.03 (Incorporated 1832) 

$2,922,000.19 $927,051.01  $1,000,000.00  $1,994,949.18 Re 
GLOBE INSURANCE COMPANY OF AMERICA REPUBLIC FIRE INSURANCE COMPANY be 
PITTSBURGH, PA. (Incorporated 1862) N eee eee ons on 
$2,258,430.77 $813,552.56 $512,000.00  $1,444,878.21 ;° $4,076,176.31  $1,040,535.31  $1,000,000.00 — $3,035,641.00 1s 
th SYLVANIA INSURANCE COMPANY y 5 
KNICKERBOCKER INSURANCE COMPANY OF NEW YORK PHILADELPHIA, PA. th 
$5,034,363.88  $2,255,641.18  $1,000,000.00 —$2,778,722.70 $5,327,783.03 $758,805.07 a $1,500,000.00  $4,568,977.96 sh 


*Net Resources, being aggregate of Capital, Net Surplus and Voluntary Reserves. 


CLASSES OF INSURANCE, WRITTEN 


FIRE, AUTOMOBILE, EXPLOSION, RIOT, CIVIL COMMOTION, TORNADO ANDjWINDSTORM, SPRINKLER LEAKAGE, USE AND E: 
OCCUPANCY, PROFITS, LEASEHOLD AND GENERAL_MERCHANDISE;FLOATERS. 


CORROON & REYNOLDS 














INCORPORATED Br 
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Reduce Rates in Queens 
County, N. Y. 


Superintendent Conway Heeds 
Requests to Restore Rates 
to Old Basis 


Rating Organization Re- 
considers 








Hollis, Bellaire, St. Albans, Rosedale, 
Jamaica and South Ozone Park 
Restored to Minimum 





Certain sections of Queens County déscribed 
by the New York Fire Insurance Rating Or- 
ganization as congested frame dwelling areas 
are charged higher rates for fire insurance 
because of imminent danger of conflagration. 
facilities as they have developed from time to 
Improvements in fire preventive and protection 
time have been recognized by appropriate re- 
ductions in rates. 

On May 21, 1929, the rating organization, 
on the strength of inspectors’ reports. added 
several large areas to the higher rated class 
because of supposed conditions similar to the 
areas previously rated. 

Albert Conway, State Superintendent of In- 
surance, received a number of complaints from 
residents of the areas affected by the increase 
and as a result called a hearing at the insurance 
department on Tuesday, June 25, 1929. 

At the hearing representatives of the civic 
association in the communities affected entered 
protest against the increase in rates, stating that 
conditions in their communities did not con- 
stitute a conflagration menace. 


Superintendent Conway ordered a survey to 
be made by representatives of the insurance 
department and the rating organization. 

The survey covered Ozone Park, South 
Ozone Park, Richmond Hill, Jamaica, Hollis, 
Bellaire, St. Albans and Rosedale. The com- 
mittee reported that conditions prevailing in 
the areas newly increased were not such as 
would justify the increased rate. 

The rating organization reconsidered its pre- 
vious action on the recommendation of the 
committee, and withdrew the increased rates 
effective in practically all of the new areas, 
retroactive to the date of the increase. 

Rates in all of Hollis, Bellaire, St. Albans, 
Rosedale, Jamaica and South Ozone Park have 
been restored to minimum rates. The reduction 
on dwellings in these areas numbering about 
15,000 amounts to about 50 to 60 per cent of 
the premium. The residents will save approx- 
imately $200,000 by the reduction. 


Empire Fire Enters Colorado and 
Idaho 

The Empire Fire Insurance Company of 

Brooklyn was recently admitted to the States 

of Colorado and Idaho, bringing the total of 

States in which the Empire operates up to 19. 
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U. S. Branch City Equitable Fire 
Liquidated 

Albert Conway, State Superintendent of In- 
surance, announced this week that he has just 
completed a report closing the liquidation of 
the domesticated United States branch of the 
City Equitable Fire Insurance Company, Ltd., 
which was placed in the hands of the super- 
intendent of Insurance for liquidation on 
February 6, 1922. 

All of the United States creditors have been 
paid 100 per centum of their claims with in- 
terest and a surplus of $960,277.57 has been 
remitted to the British Liquidator. A further 
surplus of about $33,000.00 will be remitted 
by Mr. Conway when his present report is 


23 


approved by the Supreme Court, thus conclud- 
ing the liquidation proceeding. The United 
States claim amounted to $1,639,307.90 and the 
interest paid by the New York Liquidator on 
the claims was $38,077.51. Under the manage- 
ment of the New York Liquidator the assets 
were increased from $1,349,882.89 on February 
6, 1922, to $2,532,349.95 on July 1, 1929. The 
salvage recoveries and income on the assets 
amounted to $223,191.96. 

The income and salvage collected by the New 
York Liquidator from February 6, 1922, to 
July 1, 1929, was $215,263.91 and the expenses 
of liquidation were $74,016.08, resulting in an 
enhancement of the estate by reason of the 
excess of income and salvage over the expenses. 
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contract, to construe it liber- 
| ally in favor of the assured 
and to take its agents and 
brokers into full fellowship 
in the high privilege of 
serving the insuring public 
adequately, honestly and 
economically, is the creed 
| of the Occidental Insurance 
Company, as it always has 
| been of the Fireman’s Fund 
and the Home Fire | 

and Marine 
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) Insurance Company 
60 PARK PLACE N fy iat 

Assets - - - $2,040,923.83 = ew Vor Your 
Capital = - - $500,000.00 Company INCORPORATED - 1872 Company 
Surplus to Policy on oes 1929 

holders -  - $1,872,550.62 $15, 000. 000. 0o 

recite conn EMERAL AGENTS 24°465.834-40 
CARL N. CORWIN CO. P. J. PERRIN NET SURPLUS 


eee — 27,7 29,318.71 
"HAWKS '& SCHENCK, INC. T. A. MANNING & SONS 67.1 94.8 53.1 1 


Greensboro, N. C. Dallas SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 








7 a $42,729,318.7 1 
MOUNTAIN STATES AGENCY CO. HARRY S. KAUFMAN 9 9 « 
Denver New Orleans LOSSES PAID POLICY HOLDERS 
This Company Now Licensed in 24 States and Canada $204,088,888.03 
For Agency Connections Address Above, or HOME OFFICE 
Arthur H. F. Schumm ONE LIBERTY STREET, NEW YORK CITY 
Vice Pres. and General Manager WESTERN DEPARTMENT 

















310 South Michigan Avenne, Chicago, Ill. 
GC. R. STREET, Vice-President ( 
PACIFIG DEPARTMENT 

| 233 Sansome Street, San Francisco, Cal. 














i 
| 








GLIFFORD CONLY, Manager. 
MARINE DEPARTMENT ] 


FIRE RE IN SUR ANCE NEW YORK—Ww. H. McGee & Co., General Agents, 11 So. William Street 
- SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 


CHICAGO—Wam. H. McGee & Go., Gen’l Agts., Insurance Exchange Bld¢. 
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Treaty and Facultative « 
ee ——— | 

THOR UDRUTEOODUALOAN ENA LATTA RM q 
Re-Insurance Corporation F 
of America AGENTS WANTED ; 
60 John Street, New York, N. Y. FIRE AND ALLIED LINES ( 
American Equitable Assurance Company ; 
President santa Knickerbocker Insurance Company Y 

HORACER. WEMPLE H. D. BURROUGH Brooklyn Wien Seeneen Company 

- siicdiniaee Merchants and Manufacturers Fire Insurance 
| TOTAL ASSETS $2,154,292.71 0 4 
Sarena New York Fire Insurance Company ¥ 
of New York br 
DIVISION OFFICES Incorporated 1832 Ps 
Western Department Pacific Coast Department Large capacity on acceptable classes 
172 W. Jackson Boulevard 114 Sansome Street Write us at 
Chicago, Illinois San Francisco, California i Home Office 
92 WILLIAM ST. NEW YORK, N. Y. : 
de 
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Home Group’s Semi-Annual 
Statements 





Figures for Six Months on the 
Home, City of New York and 
Franklin Fire Show 
Good Gains 
The Franklin Fire Insurance Company of 
Philadelphia has issued its semi-annual state- 
ment. Its total assets are now $21,972,780 as 
compared with $12,946,433 on January 1. As 
the stockholders paid in $8,000,000 in connection 
with the increase in capital during the spring, 
the actual gain from operation was $1,026,347. 
In round numbers $209,000 of this gain went 
into the unearned premium reserve, $155,000 
was added to the liability for unpaid reirsur- 
ance, $150,000 was added to the reserve for 
contingencies and $535,000 went to surplus, the 
loss reserve having decreased about $33,000. 
On July 1st the company had $2,500,000 capital 

and $11,120,465 net surplus. 

The Home Insurance Company of New York, 
in its 152nd semi-annual statement reports total 
assets of $105,011.638 and surplus to policy- 
holders amounting to $51,168,839. 

Assets compare with $102,797,291 as reported 
on January 1, 1929, an increase of $2,214,347. 
July net surplus shows a gain of $3,349,060.34 
over January 1, and the City of New York 
Insurance Company shows its total assets as 
$7,623,308. as compared with $7,227.595. 

Assets compare with $7,227,595 as reported 
on January 1, an increase of $395,713. July 
net surplus shows a gain of $387,273 over 
January 1. 


Underwriters’ Trust Company Being 
Formed 

An announcement which will doubtless be of 
great interest to the insurance field is that oi 
the organization of the Underwriter’s Trust 
Company. 

The company, which will be located at Pearl 
and John streets, New York, is being formed 
with a capital of $1,000,000 and surplus of $1,- 
000,000, and will do a general banking business. 
However, its primary purpose is to serve tlie 
needs of the insurance and drug trade. 

Among the organizers are: H. N. Kelsey, 
Clarence Lewis, Bertram Gender and Charles 
F. Enderly, the latter Metropolitan manager for 
The North America’s departmental office in New 
York. 


Iowa Pond of Blue Goose Splash 
Des Moines, Iowa, July 23—The annual 
splash of the Iowa Pond of the Blue Goose 
which was held at Lake Okoboji, closed Friday 
night after what was perhaps the largest and 
most successful convention in the history of 
this organization. 


Preceding the opening of the scheduled events 
the America Fore Club of Iowa held its annual 
meeting presided over by Berrie Curran, presi- 
dent of the organization. 
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Kansas City F & M Licensed in 
Missouri 

The recently organized Kansas City Fire & 
Marine Insurance Company, of Kansas City, 
Mo., was granted its license on July 15 and 
will immediately commence the writing of 
business. As yet they have been licensed in 
Missouri only, but in the near future they ex- 
pect to enter adjoining States. 

The organization of this company was re- 
markable in that there were no promotion. ex- 
penditures and shortly after notice had been 
given clients of R. B. Jones & Son the $500,000 
capital and $500,000 surplus was oversubscribed, 
with the entire $1,000,000 capital and surplus 
on deposit in the bank July 12. 

Officers of the company are Morton Jones, 
president, and Robert L. Stewart, secretary. 


Travelers Special Agents 

Paul C. Lambert, of Camden, N. Y., and 
R. O. Reid, of Hartford, Conn., have been 
appointed special agents of the Travelers Fire 
Insurance Company in the Syracuse branch 
office territory. Mr. Lambert and Mr. Reid 
will be associated in their new work with P. D. 
Fogg, manager for the Travelers Fire In- 
surance Company in Eastern and Central New 
York State. 

Before Mr. Lambert became associated with 
the Travelers he was connected for nine years 
with the New York Fire Insurance Rating 
Organization. Prior to Mr. Reid’s appoint- 
ment at Syracuse, he was an examiner. 








empire State 


Jnsurance Company, 
of Watertown, N.Y. 


Frtendly Folks 


Our people might well 
be your next door 
neighbors — just sim- 
ple human folks. You 
will find them all, in 
both these companies, 
keen to give you 
friendly, prompt co- 
operation on your 


problems so that you 
may serve your cus- 
tomers better. 














Insurance Legislation in 
Illinois 





Insurance Federation Survey Shows 
Business Was Well Protected De- 
spite Abundance of Bills 
A final summary of insurance legislation be- 
fore the recent Fifty-sixth Illinois General 
Assembly as compiled and issued by Secretary 
E. M. Ackerman of the Insurance Federation 
of Illinois shows 58 bills and one resolution 
introduced, of which 19 bills were enacted into 

law. 

A wide range of insurance subjects is cov- 
ered in the new laws, all branches being af- 
fected, and generally the laws enacted are of a 
constructive nature. While no strictly State 
insurance measures appeared, one or two pro- 
posals which were defeated, such as compulsory 
automobile and old age pension fund _ bills, 
pointed ultimately to State operation. Of the 
laws enacted 6 concerned fire insurance, 5 life, 
4 casualty, 1 surety and 3 were general. 

From this record it is apparent that no single 
business in Illinois was subjected to as much 
legislation at this session as was the insurance 
business, and largely through the effective work 
of the Illinois Federation and its members, sev- 
eral inimical measures were defeated, while in- 
fluential support was given desirable bills. 

Among the important laws enacted there is 
provided for: an extension of the crime of 
arson to one who aids in the burning of build- 
ings, whether the buildings belong to himself or 
another; establishment of a State liquidation 
bureau for delinquent insurance companies; ex- 
tension of reinsurance facilities of county and 
township fire mutuals; bonding of directors of 
building and loan associations; investment in 
industrial stocks by Illinois fire companies; in- 
creases in death and disability awards, and in- 
cluding junk dealers under the workmen’s com- 
pensation act, as well as requiring an employer 
to insure his entire liability in some insurance 
carrier. 


Michigan Inspection Bureau 
Have New Rules 


First of Number of Revisions Is for 
Use and Occupancy Lines; Rates 
Are Altered 
LANSING, Micu., July 22.—First of a number 
of rules revisions of the Michigan Inspection 
bureau, new rules for use and occupancy lines, 
have been officially filed with the state depart- 
ment. The rates are somewhat altered and 
classes are simplified, being reduced from four 
to two, while methods of gauging classes and 

losses are also simplified. 

Rumors of a general revision of the rules 
book by the bureau have been officially con- 
firmed through the medium of letters to Mich- 
igan agents advising them to hold up their re- 
newals until after July 20. Extensive revisions 
are being submitted to the department, it is 
understood, including changes in dwelling rates 
through inclusion of certain special hazards now 
charged for. 
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When the heavy outer door glides into its 
groove and the locking bolts slide into 
place, the Art Metal safe is then an invul- 
nerable fortress of protection. Against 
roaring flames of the burning building or 
the tools of the prowling thief, both com- 
mon enemies of business, you may be as- 
sured that valuable papers, business rec- 
ords and other contents are safe. 


As proof of their protective qualities Art 
Metal safes bears the stamp of approval of 
the National Board of Fire Underwriters, 
resulting from exhaustive 
tests and periodical in- 
spections. 


The wide spread reputa- 
tion for performance en- 
joyed by Art Metal safes 
is due in a large degree to 





Measured 
Protection 


certified by the 
National Board of Fire 
Underwriters 


the development of ““Mono Dry” insulation 
discovery that withstands the hotest flames 
and does not give up its protective quali- 
ties even after years of use. The “Mono 
Dry” insulation is used exclusively in Art 
Metal safes. 


There are many other points of construc- 
tion built in the Art Metal safe: Heavy 
welded angle frames and base—tough in- 
ner and outer walls—Art Metal patented 
interlocking tongue and groove doors— 
new type Sargent and Greenleaf combina- 
tion lock: all points of superiority which 
have passed the most rigid test. 

There is a model of Art Metal safe for 
every office use. Write for a descriptive 
booklet giving full information. 


ArT METAL CONSTRUCTION COMPANY 
Jamestown, New York 









Art Metal Fire-Safe is attrac- 

tive addition to any office. Can 

be had in olive green or natural 
wood grain finishes. 


Ars (Naxal 


Steel Office Equipment, Safes and Files 


OFFICE PARTITIONS...DESKS...FIRESAFES...SHELVING...FILING EQUIPMENT 
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Installment Payment of Premiums 


An Agent’s View of This System and Explanation 





of How a Group of Agents Met 


a Perplexing Problem 


By Abert DopcGE 


President, New York State Association of Local Insurance Agents 


On October 27th last the insurance world 
was startled by the announcement that The 
Travelers Insurance Company has withdrawn 
from the National Bureau. It is generally un- 
derstood that for a long time The Travelers had 
been advocating that the Bureau adopt some 
plan or rule for the Installment Payment of 
Premiums and for Merit or Experience Rating 
passenger automobiles. It is the general im- 
pression that the suggestion did not meet with 
favor; that the other Bureau Companies would 
hardly even discuss either subject, insisting that 
neither was practical or workable. Finally, 
The Travelers tendered its resignation and an- 
nounced that it would shortly put in operation 
a concrete plan for the installment payment of 
automobile premiums. 

Immediately upon this announcement, panic 
was in the insurance atmosphere. There was a 
scurrying hither and yon by other companies 
“to meet the competition.” The Bureau sus- 
pended the operation of Rule 15, permitting 
companies to remove the 10% penalty charge 
for the extension of short term policies. Agents 
began writing to headquarters to inquire “What 
are we going to do about it?” and when asked 
what they had tried to do about it, replied 
“Nothing.” And so it went. You no doubt 
had somewhat of the same situation here in 
New England. 

A meeting was immediately called by the of- 
ficers of our Association for the purpose of 
considering what action we as a State Associa- 
tion should take as we were receiving inquiries 
from our members all over the State requesting 
information and advice. The executive com- 
mittee of our Association proceeded with an 
exhaustive study of the whole question. 

From this unusually thorough investigation 
and study of the question certain fundamental 
facts and conclusions were apparent. 

Whether he favored or opposed the principle 
of Installment Payment of Premiums was not 
the issue involved. We already had it and we 
have it today. It had become a part of the sys- 
tem by which the business of insurance was 
and is being conducted. The question confront- 
ing us was, what were we going to do about 
it. 

It was found that new competitive conditions 
had sprung up through the announced plan of a 
large Branch Office Company. We deemed it 
more important, however, to determine whether 
or not there was a field for the sade of more 
insurance if assureds had the provilege of pay- 
ing premiums monthly; whether or not such a 


method would afford agents an opportunity to 


,. ~~ From an address delivered before the New Eng- 
land Associations of Insurance Agents at Bretton 
Woods, July 11. 
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increase their business; rather than devis¢ 
means solely to meet competition. The competi- 
tive inducement would take of itself. 

It required little investigation to arrive at the 
well known fact that a vast number of people 
are living on the monthly budget plan. Their 
monthly salaries or incomes are apportioned to 
the monthly payment of the necessities of life 
and the luxuries enjoyed. They pay their gro- 
cery bills and other household expenses by the 
month. They pay for their autos, radios and 
washing machines by the month and when a!l 


is done many are not in position to pay in ad-° 


vance for the annual premium for automobile 
insurance, 

It is estimated that there are twenty-five mil- 
lion automobiles in this country and less than 
thirty per cent of them insured. What is the 
reason? Is it because we are not good sales- 
men or will many of those uninsured motorists 
buy insurance protection if the cost could be 
included in their monthly budget of persona! 
expenses? 

A certain Casualty Company had two of its 
representatives solicit automobile insurance on 
the Installment Payment Plan among a certain 
group of industrial employees and in five days 
they wrote seventy-nine applications for per- 
sons who had never before carried automobile 
insurance. One agent, a member of our As- 
sociation, called on a list of ten uninsured au- 
tomobile owners and wrote insurance for six 
out of ten by offering them the privilege of 
paying monthly. 

These experiments, typical of the many tests 
made, together with the acknowledged trend of 
the times toward the monthly budget plan of 
living, convinced our committee beyond a doubt 
that a plan of Installment Payment of Premi- 
ums offered a tremendous opportunity for agents 
to increase their business. It was clearly the 
duty of our State Organization to set in mo- 
tion the machinery for developing this service 
to its members. The problem then was to de- 
vise a plan that was sound, that safeguarded 
the interests of agents and the agency system, 
that minimized the amount of work involved 
in its operation, and was in the interest of 
the insuring public. 

The collection of premiums is an integral 
part of production and therefore a part of 
Agency Service and not the function of an in- 
surance company. Any installment plan relat- 
ing thereto should be controlled and operated 
by agents themselves. Any such plan that con- 
templates having a company or its branch of- 
fice dealing directly with the assured will dis- 
courage agency service and bring the com- 
panies into direct competition with local agents. 


It is equally objectionable to have installment 
premiums collected through banks and private 
corporations. We have always insisted that 
banks and private corporations keep out of the 
insurance business as they cannot have the in- 
surance viewpoint that an agent has toward 
his client. 

Obviously, the collection and financing of in- 
stallment premiums can be more profitably and 
efficiently handled by agents collectively than 
by individual agents. And so it appeared that 
the greatest service the New York State As- 
sociation could render to its members was the 
organization of a Service Corporation, owned, 
controlled and operated solely by member- 
agents, through which the collection and financ- 
ing of installment premium payments could be 
effected with an agent’s vision and viewpoint. 

We have a new law recently enacted in our 
State called the Financial Responsibility Law, 
which goes into effect September 1. This is not 
strictly a compulsory liability act, but it is 
compulsory under certain conditions, and we 
feel that we are fortunate in being in position 
to handle the large amount of business that 
should come to us from a class of people who 
are accustomed to paying for the necessities of 
life on an installment basis. 

We feel that we were particularly fortun- 
ate in selecting the name “State Association 
Service, Inc,” emblematic of our State Asso- 
ciation and the service it renders to its members. 

Whether we like it or not, the installment 
payment of premiums has in a few short months 
become a part of the accepted methods of con- 
ducting the insurance business. In my opinion 
deferred payments properly financed will result 
in larger writings of individual policies, a wider 
scale of varied lines, elimination of the not 
taken and canceled policy evil, thus eliminating 
free insurance; and the availability of install- 
ment payments will cause the client to concen- 
trate his insurance into the care of the agent 
offering this service. 

Many of you have clients for whom you write 
only a portion of their insurance. It would be 
of great advantage to you if you could budget 
their entire premiums into one item and allow 
it to be paid in monthly payments thereby 
spreading their insurance expense over the en- 
tire year. It adds no burden or additional over- 
head to your’ office. 


The opportunity for an agent to increase his 
business through using this service is unlimited. 
If statistics are accurate, seven cars out of 
every ten are uninsured, many of them because 
it was not convenient for the owner to pay an 
annual premium in advance. 


Fire Insurance 


























GENERAL 
REINSURANCE 
CORPORATION 








CASUALTY 


FIDELITY and SURETY 


REINSURANCE 











HOME OFFICE: 
80 JOHN STREET, NEW YORK 


Chicago: San Francisco: 


11 So. LaSalle St. 1927 Russ Building 

















EXCESS UNDERWRITERS, 


INC. 
75 FULTON STREET 
Successors to HENRY W. IVES & CO. 


CASUALTY EXCESS @ REINSURANCE 
SECURITY MUTUAL CASUALTY CO. 


of Chicago, Illinois 
and 


ASSOCIATED REINSURERS 
ASSETS OVER $30,000,000 


ONE OF THE STRONGEST CASUALTY 
EXCESS REINSURANCE GROUPS 


BROKERS ACCOUNTS SOLICITED 
Inquiries Invited 


Telephone JOSEPH P. GIBSON, Jr. 
BEEkman 6727 Resident Manager 
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A POLICY YOU CAN SELL! 


Our Company offers complete protection 


$5,000 
ALL IN ONE POLICY 
Amar me GORE. «65 occ cn sansnsdancex's $ 5,000 
Any accidental death.......... ‘iaswaemien 10,000 
Certain accidental deaths..... ........... 15,000 


Accident Benefits $5u per WEEK 
for fifty-two weeks. 
$25 per WEEK thereafter 
(non-cancellable) 
Disability Income, Waiver of 

Premiums, etc. 
Also $5,000 “Preferred Risk” Policy—high value— 
low premiums; age 35, $19.91 per $1,000. Endow- 
ment age, 85—Juveniles, age 10 years and upward 
—Monthly Income—Non-medical. 
Insures and assures your client’s future and yours. 
Are you interested in an agency? Our Vice-Pres- 
ident, Eugene E. Reed, will tell you all about it. 
Write him direct—and directly. 


UNITED LIFE 
AND ACCIDENT INSURANCE CO. 
Smeal INQUIRE! 
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State Department Submits 
New Auto Policy Forms 


Conway Embodies Additional 
Requirements of Responsibility 
Act in Two Papers 


Endorsements top Old Ones 





New York Official Endeavors to 
Standardize All Lines to Be 
Filed With State 





In an effort to establish proper cover under 
automobile liability policies to meet with the 
requirements of the amended financial respon- 
sibility bill law, New York State Superintendent 
of Insurance Albert Conway has compiled and 
submitted to the insurance companies affected, 
a tentative draft of two policies which embody 
the requirements of the new law and forms of 
endorsement to be attached to existing policies 
to extend their cover. 

Paragraphs 17, 18 and 19 of the insuring 
clause in the State Department’s proposed 
forms are practically the only additions made 
to the old stock policies. The paragraphs men- 
tioned read: 

17. Membership.—Upon acceptance of this 
policy the insured becomes a member of the 
Corporation, and has the right to vote at its 
meetings as provided for in the by-laws of the 
Corporation filed with the Superintendent of 
Insurance of the State of New York, and the 
said by-laws are hereby made a part of this 
policy. ’ 

18. Assessments.—In addition to the pre- 
mium provided for in this policy the insured 
agrees to pay such assessments as may be made 
by the Corporation in accordance with the In- 
surance Law of the State of New York and the 
by-laws of the Corporation. The insured’s lia- 
bility to assessment shall in no event be greater 
than an amount equal to twice the amount of 
and in addition to the annual cash premium 
written in this policy. 

19. Dividends—The insured shall be entitled 
to an equitable participation in the funds of the 
Corporation in excess of the amounts required 
to pay all policy and other obligations, to- 
gether with the reserve funds required or per- 
mitted by law; such distribution shall be made 
by the Corporation in accordance with the In- 
surance Law and the charter and by-laws oi 
the Corporation. 

In his letter to the companies Superintendent 
Conway said: 
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Ohio Farmers Indemnity Co. 
Now Being Organized 





Will Be Running Mate of Ohio Farm- 
ers (Fire) Insurance Firm, 
Hawley Announces 
Organization of the Ohio Farmers Indemnity 
Company for the Ohio 
Farmers (Fire) Insurance Company will soon 
be affected, according to an annoncement made 
by President F. H. Hawley. Negotiations for 
the project have been under consideration for 
the past several years, the announcement says, 
and it is now being consummated to give agents 
of the company better facilities for writing au- 
tomobile and other casualty insurance. 


as a running mate 


The Ohio Farmers Indemnity Company, an 
Ohio corporation, will have $200,000 capital 
and $200.000 surplus. The entire capital stock 
will be owned by the Ohio Farmers (Fire) In- 
surance Company and the director of the two 
companies will be the same. 

All lines excepting surety bonds and work- 
men’s compensation are provided for in the 
charter of the Ohio Farmers Indemnity Com- 
pany, although it is expected that the writings 
will be confined to the automobile lines for the 
present. 





Under the provisions of Section 94-1 of Arti- 
cle 6A of the Vehicle and Traffic Law of this 
State, entitled “Fénancial Responsibility for 
Operation of Motor Vehicles’ it is required 
that all “Motor Vehicle Liability Policies” shall 
be filed with the Superintendent of Insurance 
his approval or disapproval. A standard form 
of policy for each type of automobile public 
liability and property damage coverage is 
highly desirable. I have therefore had prepared 
two forms of contract which I recommend for 
your consideration. One of these is for 
“Owner’s Coverage” and the other for “Op- 
erator’s Coverage.’ 

Many of the existing policies will not expire 
until subsequent to September 1, 1929, the effec- 
tive date of the above-mentioned law, so that in 
order that the companies may be in a position 
to make a proper certification to the Commis- 
sioner of Motor Vehicles, with reference to 
their assureds, if it becomes necessary, existing 
contracts should be endorsed so as to provide 
coverage under conditions conforming with the 
statute. The enclosed endorsement forms, one 
for “Owner’s Coverage” and the other for “Op- 
erator’s Coverage,’ are submitted for your 
consideration as accomplishing that purpose. 

After you have studied these forms please 
advise me whether you are prepared to adopt 
them as the standard. If, however, you find 
that the forms have serious shortcomings, I 
shall be pleased to have them called to my at- 
tention. 





National Bureau Has New 
Public Liability Rates 


Coverage on Apartments, Ten- 
ement and Boarding Houses 
Lowered 22 Per Cent 





Based on 4 Years’ Experience 





Some Rates Are Increased in Read- 
justment Program, While Others 
Are Reduced Substantially 





New York, July 23.—The value of engaging 
the higher type of employees in apartment, tene- 
ment and boarding houses in Greater New York 
as a means of reducing public liability insur- 
ance rates is seen in the average 22 per cent 
decrease put into effect July 22 by the Na- 
tional Bureau of Casualty and Surety Under- 
writers. Although the Bureau’s rate readjust- 
ment program provides for increased rates in 
a few instances, some remain unchanged, and 
the majority of substantial reductions brings 
the average reduction to 22 per cent. 

The new rates announced by the National 
Bureau are based on classified experience for 
the latest four policy years. 

Due to the large number of apartment houses 
in New York and the varying conditions in 
various sections of the city which affect the 
coverage for public liability insurance, a 
method of classification and rating these risks 
by zones has been used. Liability insurance on 
apartments, tenements, boarding and rooming 
houses is written on the basis of a charge for 
each 100 square feet of the floor area and an 
additional charge for each linear foot of street 
frontage. 

The experience for the four-year period was 
compiled according to classifications and rate 
territories. An important change in the under- 
writing rules is the provision that in buildings 
designed for or occupied for store, mercantil 
or manufacturing or other business purposes 
and in addition by one or two families for resi- 
dence purposes the business part shall be 
classified as “building or premises—mercantile 
or manufacturing,” unless occupied by the as- 
sured, in which case it shall be classified accord- 
ing to occupancy. The rates for the appropri- 
ate apartment house classification apply to the 
remainder of the risk. The old rule required 
entire building inclusive of the portion occu- 
pied for business purposes. 
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Statistics Seen As 
Aid to Accident Agents 


Department of Commerce Fig- 
ures Show That 18 People Are 
Injured Every Minute 





Auto Mortality Rate High 





Government Data Puts Accident Toll 
for 1928 at 10,000,000; Companies 
Differ With Official Report 





PHILADELPHIA, July 22.—Statistics recently 
given out by the Department of Commerce 
offer much in the way of sales helps to accident 
salesmen. 

The Government figures declare that in 1928 
there were 10,000,000 accidents in the United 
States, that eighteen people are injured every 
minute and that one person is either accidently 
killed or seriously injured every six minutes. 


To ascertain how these figures stacked up 
with the records of insurance companies, a 
survey was made among local accident and 
health underwriters. 


It was found that, while the acident rate in 
the most cases is normal, that the experience 
of the companies would indicate that there are 
about 10,000,000 accidents a year. 


Whether eighteen .people are injured every 
minute is something that underwriters could 
not say although one company offered the fact 
that one out of every five of its policyholders 
provides an accident or health claim during the 
year. 

Underwriters however, declare that they do 
not believe the number of accidental deaths is 
as large as that given by the Department of 
Commerce. ‘ 


Auto Death Rate High 


It is interesting, however, to note that the 
General Accident declares that its accidental 
death rate is running abnormally high with 
at least half of the deaths due to the automobile, 
a fact confirmed by the Government statistics. 

The General Accident also offers the inter- 
esting information that its industrial accident 
business is showing a hundred per cent increase. 
The commercial accident business, according to 
the companies, while not showing such a 
phenomenal increase, is reported holding its 
own in increase in volume. 

Health losses are reported as still running 
high with the contributing cause said to be 
after-effects of the influenza epidemic. 


Missouri’s Save-a-Life Campaign 

Missouri’s Save-a-Life campaign was offi- 
cially closed on July 15 and uncomplete returns 
from the various service stations that functioned 
during the forty-five day safety drive indicates 
that approximately 400,000 of the 675,000 motor 
vehicles in the State were inspected. 
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Sales 


Year Total 
Ending 
Name and Location of Company June 30 
Buckeye Union Casualty................. J 1929 
| 1928 
Eureka Casualty, Philadelphia............ 1929 
1928 722,853 
General Casualty of America, Seattle...... 1929 
1928 951,564 
Imperial Life, Asheville.................. 1929 
1928 729,251 
Massachusetts Accident............. erate 1929 : 
1928 1,483,747 
Oregon Automobile, Portland.......... ne 1929 
1928 354,463 
Pan-American Life, New Orleans.......... 1929 834,78 
1928 21,501,228 
Western Surety, Sioux Falls.............. J 1929 5 
{ 1928 








CASUALTY AND SURETY FOR FIRST SIX 
MONTHS 


Admitted 
— 


567,652 
404,148 


Capital Net Net 
Paid Net Premiums Losses 
Up Surplus Written Paid 
$ $ $ $ 

100,000 88,349 275,430 63,219 
100,000 54,588 209,927 48,165 
227,170 154,668 356,443 137,261 
200,000 67,329 342,574 104,995 
500,000 781,835 551,979 220,048 
200,000 180,483 396,009 122,173 
100,000 80,114 17,066 76,027 
100,000 74,295 19,279 51,791 
250,000 250,000 556,578 236,338 
250,000 250,000 527,479 217,795 
100,000 100,565 203,14! 99,571 
100,000 85,99 157,950 46,707 
1,000,000 1,168,919 2,622,216 665,404 
1,000,000 1,059,338 2,467,747 518,933 
286,900 146,775 137,424 49,696 
286,900 151,810 132,018 52,891 











EQUITABLE 
Casualty and Surety Co. 


JOHN L. MEE, President 


“Equitable 
in Practice 
as in Name’ 





2 


7 


“. . . and the ball struck the 
caddie right over the eye, 
and Myrna told me it would 
have cost her nearly $300 if 
she had not had that new 
‘Sports Liability Endorse- 
ment’ on her automobile in- 
surance.” 


Agents representing this com- 
pany know that they have the most 
modern policies and the fullest 
coverage to offer. That knowledge 
brings sales confidence and wins 
recognition from clients. 

Our executives are agency- 
minded in all their dealings with 


producers. Most of them have 


themselves been agents and are 
thus equipped to give agents’ prob- 
lems careful, personal and under- 


standing attention. 


* Mr. John L. Mee, Pres. 
Equitable Casualty & Surety Co. 
2 Lafayette St. 

New York City. 


Dear Mr. Mee: 

I am interested in learning more 
about the ‘‘Sports Liability Endorse- 
ment’’ you have originated and about 
the advantages of your company. 








Address 
(S.) 
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Progress of the Excess 
Underwriters, Inc. 


Successors to Henry W. Ives & 
Company Handling Large 
Volume of Reinsurance 


]. P. Gibson, Jr.,. New Manager 








Young Executive Thoroughly Trained 
in Both Actuarial and Producing 
Branches of Business 





The Excess Underwriters, Inc., successors to 
Henry W. Ives & Co., following the death of 
the firm’s founder last year, is carrying on 
the business with marked success and vigor. 
The firm, which specializes in reinsurance and 
excess coverage for almost all forms of in- 
surance, makes a practice of writing all its 
business through brokers and the New York 
office, at 75 Fulton street, is equipped with full 
binding authority to facilitate the acceptance 
of both treaty and facultative insurance. 





Joseph P. Gibson, Jr. 


The new manager of the Excess Under- 
writers, Inc., Joseph P. Gibson, Jr., has had 
an interesting career. Graduating from Beloit 
College, Wisconsin, in 1917, where his scholar- 
ship won him election to Phi Beta Kappa, 
Mr. Gibson immediately entered the 
and at the close of the world war was mustered 
out of the United States Navy as an ensign. 
In search of a position, Mr. Gibson entered 
the insurance business by sheer chance, and in 
so doing took a step which he has never had 
occasion to regret. Beginning with the Federal 
Mutual Liability Insurance Company of Boston, 
Mass., as a rate clerk, he was shortly promoted 
to actuary and held that position at the time 
of his resignation two years later. 

Definitely deciding that his future lay in 


service 
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the insurance business, Mr. Gibson established 
an insurance agency in Rockford, IIl., with the 
deliberate intention of gaining field experience. 
While thus engaged, he took and passed the 
examinations for associate membership in the 
Casualty Actuarial Society and in 1923 became 
the actuary for the Security Mutual Casualty 
Company of Chicago, IIl., for which the Excess 
Underwriters, Inc., are underwriting managers. 
Mr. Gibson resigned this position in 1927 to 
organize and manage the Illinois Agricultural 
Mutual Insurance Company. After getting this 
organization off to. a successful start, an en- 
deavor from which he derived no little amount 
of experience as well as satisfaction, Mr. Gib- 
son joined the Builders and Manufacturers 
Mutual Casualty Company as assistant manager 
from which position he came to New York 
as manager of the Excess Underwriters, Inc. 

By virtue of his broad training Mr. Gibson 
has a fine actuarial and underwriting back- 
ground in addition to an appreciation of the 
producer’s problems and should prove a worthy 
successor to the many famous reinsurance men 
who have been identified in the past with the 
Excess Underwriters and the Henry W. Ives 
Company. 


New Amsterdam Casualty Stock 
Battimore, July 16—The governing com- 
mittee of the Baltimore stock exchange has 
approved the listing of $1,500.000 additional 
common stock of the New Amsterdam Casualty 
Company. The additional stock is composed 
of 150,000 shares with par value of $100 each. 
This makes a total of $4,500,000 New Amster- 
dam stock listed. 


The American Indemnity Company of Gal- 
veston, Texas, has been licensed to do business 
in the State of Wyoming 
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Seek to Prevent Premium Pay- 
ments on City Policy 





Charge $500,000 Insurance Was 
Awarded Without Bids as Is 
Provided in Local Law 


Stockton, CALir.—A suit seeking to prevent 
the payment of premiums to 60 insurance 
agents who were awarded the $500,000 insur- 
ance policy on the Stockton Municipal Audi- 
torium has been filed by L. H. Bricker, chief 
circulator of the recall petitions against city 
officials a few months ago. The suit seeks 
an injunction against the City of Stockton 
and City Auditor J. P. Campbell to prevent 
premium payments, charging that the collective 
amount of the premiums aggregates $2600 
annually and that the award is therefore in 
conflict with the city charter provision that 
all purchases of more than $1500 for materials 
and supplies shall be made only by competitive 
bidding. Attorneys Sydney C. Bennett and 
J. O. Stembler, representing Bricker, state that 
the insurance on the auditorium was awarded 
without bids, on May 31, 1929, by City Man- 
ager Walter B. Hogan. The injunction pro- 
ceedings are pending before Superior Judge 
George F. Buck of Stockton. 


Roeber National Council Head 


W. F. Roeber has been appointed to the posi- 
tion of assistant manager of the National Coun- 
cil on compensation insurance, according to an 
announcement made today by the governing 
committee of that organization. 

Pending the selection of a general manager, 
Mr. Roeber has assumed the duties of that of- 
fice also. He took office Juy 15. 








‘The idelity and 
asualty (Gimpany 


of New York 


ROBT. J. HILLAS, presipent 








CASUALTY INSURANCE 
AND 


SURETY BONDS 
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Twenty-Fourth Annual Statement of 


AMERICAN NATIONAL INSURANCE COMPANY 


OF GALVESTON, TEXAS 
W.L. MOODY, JR., President SHEARN MOODY, Vice President W. J. SHAW, Secretary 


Writes ORDINARY—INDUSTRIAL—GROUP—HEALTH AND ACCIDENT 
FINANCIAL STATEMENT, DECEMBER 31, 1928 








ASSETS LIABILITIES 

ee re $ 1,274,803 .63 Net Reserve (American Experience Table, 3 and 
Real Estate Contract of Sale................. 491,398 .35 BBR Nis oec cose po was ome aici ise Into oteas aia eue eee $28,255,547 .71 
IP IRIEMANIR: isis Isis oie ois SiGe raisins aes s 15,660,381 .35 Reserve for Death Losses and Maturities in Pro- 
Se ee ert Ree ee aera 3,123,464 .32 CESS OE AGIMSEIONE,. ooo. 55 cscswisecesecess 419,393 .41 
SEINE 3 Sk a a bee enna 10,127,325 .31 LOSE Cg oo 196,417 .83 
PE NRE A oy Wo sass ne Sa 2 as eos 1,150,206 .14 PAaaCeMANCONG IA BUALY «. sicc v.- oi 0is.6 scocievsie.e sive 292,447 .31 
errata Gr DeNesit.. . ok. ck tices es 12,994.77 GABE LOCK «5 5.05 4) «+ sore le nieiew:eie $2,000,000 .00 
Interest Due and Accrued................... 576,484 .28 Assigned Funds and Surplus..... 2,221,113 .40 
Deferred and Uncollected Premiums.......... 837,218 .64 Surplus Security to Policyholders............. 4,221,113 .40 
Bene URDU NRO a. ois sb sa 5 a Wi wior'n we cae S06 ioe 6000 130,642 .87 a 

DEINE nooks wishes ese ee $33,384,919 .66 SERENA EPITRO So 515.5 eo Sialeinvsin sv onalaloicieete $33,384,919 .66 

GAINS MADE DURING 1928 

Increase in insurance in Force, for year 1928................ 0... see c cece cece eee eees $79,944,821.00 
iaemee in Aeetieed Ageeta, For weer TOES. . 5. oc. cc ice ees ceeecseereenecess 3,853,813.96 


Insurance in Force December 31, 1928 Total Paid Policyholders Since Organization 
$546,645,788.00 $29,831,855.75 
Operates From Coast to Coast 


Canada to the Gulf, The Republic of Cuba and Territory of Hawaii 
Gross Income Per Month Exceeds...................-... $1,250,000.00 















































A YEAR OF 
SIGNIFICANT PROGRESS 
Proportion of Term Full Home Office Cooperation 
Insurance Written | Makes for Agency Success 
Reduced from HE ability of the home office of the United 


States Fidelity and Guaranty Company to 
understand and fully appreciate the efforts of 
20% % | its agents throughout the United States and 

to | Canada and its willingness to cooperate at all 

times has resulted in a remarkable yet natural 

‘ | growth in which the agent materially benefits. 
In 1928 | This cooperation, as much as any other single fac- 
| tor, has enabled the United States Fidelity and Guar- 


anty Company to take its place as the largest casualty 
and surety company in America. 


UNITED STATES FIDELITY 








HOME LIFE INSURANCE COMPANY | | AND GUARANTY 
OF NEW YORK | COMP ANY 
ETHELBERT IDE LOW, JAMES A. FULTON, | Home Office: BALTIMORE, MARYLAND 
inane enn Cone Reenent ESSENTIALLY AN AGENCY COMPANY 
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UNDERWRITING AND INVESTMENT PROFITS OF 100 LEADING CASUALTY, SURETY 
AND MISCELLANEOUS INSURANCE COMPANIES IN 1928 


Name and Location of Company 
Multiple Line Companies 
Aetna Cas. and Surety, Hartford. 
Aetna Life (A. & H. Dept.— Htfd. 
American Casualty, Reading... .. 
American Employers, Boston... . 
American Reinsurance, Phila..... 


Bankers Indemnity, Newark..... 
Central Sur. & Ins. Corp., K. C.. 
Central West Casualty, Detroit. . 
Central Indemnity, Hartford..... 
Columbia Casualty, N. Y........ 


Commercial Casualty, Newark... 
Commonwealth Casualty, Phila. . 
Constitution Indemnity, Phila... 
Continental Casualty, Chicago... 
Eagle Indemnity, N. Y.......... 


Employers Reinsurance, K. C.... 
Employers Liability, Boston. .... 
Eureka Casualty, Phila.......... 
European Gen’l Reins, N. Y..... 
Federal Surety, Davenport... ... 


Fidelity & Casualty, N. Y....... 
Fidelity Union Casualty, Dallas.. 
General Acc., Fire & Life, Phila. . 
General Reinsurance, N. Y...... 
Georgia Casualty, Atlanta....... 





Globe Indemnity, Newark....... 
Great American Ind., N. Y...... 
Guardian Casualty............. 
Hartford Acc. & Indem., Hartf'’d. 
Home Acc., Fordyce............ 


Indem. Ins. Co. of N. A., Phila. .. 
Independence Indem., Phila..... 
London & Lane. Indem., Hartf’d. 
Gen’l Cas. & Sur., Detroit....... 
London Guar. & Ace., N. Y...... 


Manufacturers Cas., Phila....... 
Maryland Cas., Baltimore....... 
Mass. Bonding & Ins., Boston... . 
Metropolitan Casualty, N. Y.... 
National Un. Indem, Pittsburgh.. 


New Amsterdam Cas., Baltimore. 
N. J. Fid. & Pl. Glass, Newark... 
N. J. Mfrs. Casualty, Trenton... 
New York Casualty, N. Y....... 
New York Indemnity, N. Y..... 


No’western Cas. & Sur., Milw.... 
Norwich Union Ind., N. Y....... 
Ocean Acc. & Guar., N. Y....... 
Ohio Casualty, Hamilton........ 
Pacific Indemnity, Los Angeles... 


Penn. Indem. Corp., Phila....... 
Penn. Mfrs. Assn. Cas., Phila... . 
Phoenix Indemnity, N. Y....... 
Preferred Accident, New York... 
Royal Indemnity, New York..... 


Southern Casualty, Alexandria. . . 
Southern Surety, Des Moines(y). 
Standard Accident, Detroit...... 
Sun Indemnity, New York...... 
Travelers Indemnity, Hartford... 


Travelers (A. & L. Dept.), Htfd.. 
Union Indemnity, New Orleans... 
United States Casualty, N. Y.... 
U. 8. Fid. & Guar., Baltimore... 
Zurich Gen'l (A. & L.), Chicago... 
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Ratio Ratio Ratio 
Net Ex- Und. 





(Totals (65 Companies)... .. 
Accident and Health Companies 
Bus. Men’s Assn. (A. B.), K.C... 
Conn. Gen’! Life (A. B.), Hartf’d. 
Continental Life (A. B.), St. Louis 
Federal Life (A. B.), Chicago... . 
Gt. Northern Life (A. B.), Milw.. 


Gt. West. Ins. (A. B.), Des Moines 
Inter-Ocean Cas., Cincinnati... . . 
Ky.Cent. L.& A. (A.B.), Anchorage 
Loyal Protective Ins., Boston... . 
Massachusetts Acc., Boston...... 


Mass, Protective, Worcester... .. 
Metropolitan Life (A. B.), N. Y.. 
Monarch Acc., Springfield, Mass.. 
National Cas., Detroit jj........ 
Natl. L. & A. (A. B.), Nashville. . 


No. American Ace., Chicago. . ... 
Pacific Mut. L. (A. B.), L. Angeles 
Prov. L. & A. (A. B.), Chattanooga 
Reliance Life (A. B.), Pittsburgh. 
Ridgely Protective, Worcester... . 
Wash. Fid. Natl. (A. B.), Chicago. 












Totals (21 Companies)...... 
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eines Losses penses Profit 
Under- Losses and Underwriting Under- Dividends +Net Profit Increase or {Increase Incurred —— ion? 
writing Expenses Incurred writing and or Loss : Decrease in or Decrease to Und. to Und. nd. 
Income Profit (+) Rents on Invest- § Surplus Dividends Contingent in Net Income Income Income 
Earned Losses Expenses Total or Loss (—) Earned ments Earned Incurred Fund Surplus Earned Earned Earned 
$ $ $ $ $ $ $ $ $ $ $ % % % . 
17,562,111 6,380,749 9,606,798 15,987,547 1,574,564 1,147,514 ~—«1,953,739 4,675,817 1,530,000 506,290 2,639,527 36.3 54.7 + 4g. 
30,071,344 15,847,487 13,896,683 29,744.170 327.174 2.497.846 3,164,597 5,989,617 600,000 —2,650,434 8,040,051 52.7 46. 2 +1. 1 
1,808,990 856,451 940.462 —_—‘1.796,913 12,077 162,061  —1,165 172,973 150,000 92978 >... 7.3 62.0 0 4.7 
4,121,483 2,465,334 1,898,013 4,363,347 —241,864 a ree —164,129 59. 60-58 
1,226,357 770,208 + = 542,499 + +—«1,312,707  —86,350 307,882 362,443 83,975 187,500 149,272 ~—S«-.247,203~=—«62.8 ; 
a 11 
1,952,503 1,186,928 1,177,194 2,364,122 —411,619 157,294 94,520 —159,805 4,444 —164,249 i... ... 60.8 60.3 21. 
1:751'754 '812'935 "9671028 -—«1779'963 - —28°209 105.552 —20,808 56,535 —563,248 100,000 ‘519,783 46. 4 35.2 — “6 
1,903,352 1,061,173 959.368 —-2.020,541 +—117,189 127,503  —11,309 —995 40,000... —40,995 5 8 50.4 6.2 
2,376,968  1,342.840 1,857,029 3,200,869 —823,901 118,247 —28913 —734567 8 ...... one —734,567 56 78.2 —34.8 
4,701,656 2,154,455 2,621,730 4,776,194  —74,538 253.880 207,027 —27,68 ...... —40,187 12502 45.8 ; 
7 743,77 575 5 —2.9 
12,384,197 6,433,370 6,310,402 12,743,772 —359,575 622,247 += 5,994 256,678  €256,678 eee ene 52.0 50.9 
3,183,382 1,583,522 1,440,422 3,023,944 159,438 134.878  —2,799 291,517 f—398,000 ...... 689,517 49.8 45. : +8. 0 
9,483,811 1,346,559 —1,854'349 3,200,908 | —717,097 131,769  —82,988  —668,316 °c 603,316 54.2 74. 6 28.8 
14,896,573 7,028,865 7,885,759 14,914,624 —18,051 689,585 —116,659 554,875 480,000 yt ree 47.2 $2.9 1 
3,548,952 2,071,966 1,711,110 3,783,076 —234,124 179,934 —124,984 —179,174 ...... 150 —179,324 : 
2,992,099 1,599,533 1,275,803 2,875,336 116,763 184,385  —13,552 287,596 g—1,529,711 77,883 1,739,424 53.5 42.6 +3.9 
28,231,220 14,822,453 12,321,403 26,643,856 1,587,364 1,275,637 220,054 3,092,055 2,245,585 250,000 506,470 50.7 43 7 _5. 8 
374,714 86,879 191,389 378.268 § —3.554 104.765 —25,354 75,857 75,000 See se 49.9 51.1 aie 
7,329,789 2,762,977 3,525,256 6,288,233 1,041,556 598,999 301,967 1,042,522 11,048,175 = —55,053 950,000 37.7 48.10 +142 
1,553,182 765,608 1,070,382 1,835,990 | —282,808 S07 sacece —232,088 —498343 ...... 266,255 49.3 ’ 
s 5 Ras 5 ~$.4 
25,486,458 13,324,405 12,526,269 25,850,674 —364,216 1,428,858 —328,221 736,421 1,056,454 —250,000 70,083 52.2 49.2 
1,309,226 702,542 621,867 1,324,409 + —15,183 48,952 4.875 38,644 a. | hed +3, 644 53 7 47.5 zi 2 
18,426,012 10,263,234 7,835,743 18,098,977 327,035 «706,733 +4—195,265 838503 422395 ...... 416,178 55.5 42.5 1.9 
5,120,250 2,662,614 2,431,587 5.094.201 26,049 523,605 198,721 748,375 299,085 5,824 454,214 52.0 7.5 +. 
2,175,656 1,353,537 1,203,540 2,557,077 + —381,421 100,962  —3,281 —283,740 j—575,000 ...... 291,260 62. : 
5 5 2.9 
22,523,440 11,946,303 9,911,937 21,858,240 665,200 ~—«:1,291,686 +—909,612 1,047,274 750,000 297,274 ...... 53.1 44.0 + 
4,820,811 2,860,367  2,592.565 5,452,932 —632,121 291,297 44002 —296892 ...... 140,000 —436,892 59.3 53 8 -8.1 
350,401 272,377 239,338 «= 511,715 +—161,314 89,516 8,629 —63,171 k63,473 ‘473  —63,171 7 68.3 —46.0 
27,588,590 13,737,672 12,962,643 26,700,315 «888,275 «1,293,442 «727,903 + «2,909,620 +: 1308,950 575,127 2,025,543 49 8 47.0 +83 
2,709,628 1,429,738 1,213,430 —-2,643,168 66,460 —4,729 140,557 87,178 —8, 379 ‘ 
5 5 6 47.1 +138 
15,204,611 7,841,957 7,155,731 14,997,688  +206,923 627,813  —2,163 +832,573 200000  ...... +632,573 51.6 +, 
8,041,232 4,685,229 3,927,912 8,613,141 —571,909 331,065 —18,435 —259,279 m79,090  +80,000 —418,369 58.3 48.9 12 
3,283,418 1,671,997 1,657,434 3,329,431 —46,013 184,262 —55,396 +82,853 7h) ee +45,358 50.9 50.5 —1.4 
1,166,496 561,823 633,367 + ~—«:1,195,190 + —28, : Ree ’ 
9,758,252 4,441,044 4,567,127 9,008,171 +750,081 666,394 #—486,788 -+929,687 7538122 ...... +391,565 45.5 46.8 +7.7 
5 5 32.2 —=9 
1,125,410 771,738 + += 362,472 »=—«1,134,210 8,800 202,052 —110,174  +83,078 —1,673,485  ...... 1,756,563 68.6 
29,608,459 14,628,124 14,731,396 29'359,520 +248.939 1,747,402 | —56,965 +-1,939,376 1,000,000  +49,606 889,770 49.4 49.8 a3 
10,305,875 4,665,866 5,252,313 9,918,179 +387,696 645,663 © +763,627 +1,796,986 — —010,000 250,000 1,556,986 45.3 50.9 +5.8 
9,617,220 4,779,027 4,854,730 9,633,757 —16,537 568,549  +353,592 05,604 —p1,161,794 300,000 _1,767,398 49.7 $0.5 —.3 
1,768,114 982,351 842,510 1.824861 —56,747 112,052 —3,817 Oe. tcc Soka 51,488 ; 
5 2 468  —1.0 
13,354,981 7,240,727 6,242,509 13,483,236 —128,255 910,012  +95,496 877,253 q—582,000 +759,253 700, 54. “fj 
3,129,379 1,684,072 1,512,624 3,196,696  —67,317 283,069 —40,016 175,736 Cr ae 123,736 53. 8 48.4 F: 22 
2,714,628 1,610,243 "286 «1,902,529 «812,099 143,673  —73,193 882/579 652,981 ...... 229,598 59.3 10.8 +29.9 
2,523,622  1,248433 1,419,749 -21668,182 —144560 «249,832 54,952 160,223  —792,074 200,000 752,297 49. 4 63-87 
7,208,368 4,452,930 3,605,957 8,058,887 —850,519 317,118 —129,707 —663,108 —480,208  ...... —182810 61.8 50. ; 
2.2 43.6 —5.8 
1,116,443 693,773 487,383 +=—«:1,181,156  —64,713 104,140  —12,001 27,427 —r213,009 Sis... 240,436 6 4 
3,238,623 1,489,286 1,687,630 3,176,916 61.707 149,190 | —103,667 107,230  —9,375 108 116,497 46.0 52. 1 + 9 
13,517.428 6,186,633 7,074,446 13,261,079 256,349 804,620 —528,870 532,099 688,760 _........ 156,661 45.8 52.3 0 +1.9 
2,446,336 1,076,968 1,320,825 —*2,397,793 48,543 71.328 255,708 «375,579 : 170,000 183,079 “ue Re 
3,758,324 1,848,218. 1,813,904 3,662,122 96,202 281,714 7, ee | aes te 503,477 
P —5,73 42.3 41.3 +16.4 
2,446,423 1,034,100 ‘1,010,803 2,044,903 ++» 401,520 ©—=:103,834 17,719 523,073 ~—_8527,614 5,725 1,184 42. 
5,344,791 3,100,222 799,023 3,899,245 1,445,546 403,804 +—114,603 1,734,747 1,357,591 377,156 63 igi 58.0 14.9 +271 
3,126,685 1,593,366 1,651,643 3,245,009 —118,324 1s GNI BRB Secccc | eeees —$3, oe Be. 
5,487,596 2,192,805 2,673,941 4,866,746 620,850 526,878 —155,243 992,485 20, 100,000 472,485 40.0 48.7 11.3 
16,026,208 8,775,468 7,235,969 16,011,437 4.771 1,004,220 —811,769 207,222 +158,046 ...... 49,176 ; 
7 64.9 37.0 —19 
1,108,793 719,527 410,043 ~=—«1,129,570 += —20,777 22,018 3,349 5 iid alent 4,590 = 
3,007,672 1,600'549 1,618,278 3,218,827 —211,155 100,966 263,951 153,762 903,762 250,000 —1, 0,000 53-2 53-8 7.0 
19,273,262 9,655,482 9,783,551 19,439,033 —165,771 899,397 —160,008 573,618 300, 75,000 198.618 50-1 50-8 = 
2,493,984  1,204.026 1,194,178 2,488,204 5,780 120,939  —69,307 S762 le ss 20,000 37.4 2 519 47.9 0 42 
12,921,853 4,435,659 7,339,087 11,774,746 1,147,107 «551,430 98,759 1,797,206 360,000 «945,891 491,405 +8. 
27 517 16,403 54.8 47.3 2.1 
58,234,026 31,920,504 27,563,123 59,483,627 —1,249,601 4,031,327 4,857,251 7,638,977 1,157,790 4,864,784 — 1,616, . 
11,834,454 ert 722 7,307,444 12,854,166 —1,019,712 520,590 510,773 11,651 141,734 ak — 130,083 46.8 61.8 “8.6 
9,422,894 41594834 4'753,258 9,348,092 74,802 495,053 —123,582 446,273 815,000 250,000 ~—‘1,011,273 4.8 50.4 4.8 
42,216,388 19,627,520 19,664,252 39,291,772 2,924,616 1,787,631  —10,611 4,701,636 w—1,000,000 1,000,000 4,701,636 46.5 46.6 +6.9 
12'227:278 6,661,630 5,627,310 12,288,940 61,662 614,225 —406,356 146,206 1—204,666 350,872 ...... 
603,024,435 304,846,934 291,666,215 596,513,149 6,511,286 34,600,821 8,771,417 49,883,524 7,757,234 8,998,826 33,127,464 50.5 48.4 +12 
5 5 5 6 23.2 +83 
5: 2,431,454 531,376 —3,962,83! Bie = ks aS 45,699 1,002 33,023 11,674 60.¢ 5 
2 207'290 1003, 955 11085017 2118972 C2 oS SE Se ene 6 88,948 aa—992,088 893 1,078,143 48. 2 47. 8 +40 
1,006,840 739,447 257,482 996,929 9,911 6,554 90 16,555 bb—18,501 mee 34 Bee 
3'398,075 2,548,548 1,273,723 3,822,271 —424,196 mai. f° Vga —424,196 aa—505,466 2... 81,270 5.0 9.5 —128 
1,474,749 043 751,587 1,530,630  —55,881 1h» ska —55,704 —aa8,503 ee —64, a ee 
7 240 «859,320 7,197 18,487  —15,408 10,276 ~—s......... 10, Sistads y ’ 8 
1 33,186 393°990 1,042,334 1,865°724 67462 19,987 —6,737 80,712 33,984 52,084 — 5,356 42. 6 53.9 +3.5 
2,449,846 1,018,805 1,397,675 2,416,480 83,336 3,162 se 86,528  dd70,668  ...... 15,860 10.8 55.9 +3.3 
1,308,875 692,150 676.990 ‘1,369,140 —60,265 36,905 53,517 30,158 10,000... 20,158 52.9 51.7 re 
938,247 522,308 414,816 937,214 1,033 70,702  —32,042 39,693 39,693 ...... . See - 5 Se 
5,266,679 2,850,599 8,117,278 —104,540 309,490 —82,283 122,667 50,000... 2, : i . 
10:878'433 e477 O08 2896302 9303686 1574747 2... : verse. 1,574,747 (1,356,670... 218,077 59.5 26.0 +145 
2,039,330 1,115,261 1,023,204 2,138,465 99,135 139388 3,454 —56,296 29—190,000 “a a4 133, “7 Ss Se 
2 5,699 1,559.81 —99,229 "60! —6, Es 0 —90, pees 
ee aginaae 4,199:900 3°546,234 92,985 182'370 hh653,111 928,466 1,597,500 —126,591 —542,443 = - = , + . : 
289,7 53,552 3,202,601 87,137 105,504  —35,693 156,948 250,000 iw sees —93,052 +2. 
Bt 296 3630351 3 303°210 6.229561 377,265 933,545 —10,433 545,847 —_-ii388,133 1,597 156,117 62. ! 44.3 rr 4 
3,590,503 1,779,686 —*1,587,075 3,366,761 223,742 += 102,086 += —19,705 306,123 $0,716 —174,503 100,000 49.6 4.2 +6. 
654,561 379,383 ©=«'276,604 «= 695,987 1426 —1,426 aa—495,797 ss 4o4g71 87.9 42.30 2 
1,278,802 730,664 629.755 1,360,419 —81,617 33,996  —10,089 —52,710 30,000. 82710 S71 49.2 6.3 
5,452,775 «2,284,958 «2,929,634 «5,214,592 St eit i: 238,183  aa255,131 ...... —16,948 : 4 +4. 
70,784,073 38,868,146 30,699,064 69,567,210 1,216,863 1,971,960 «491,571 «3,680,304 2,360,148 — 292,135 1,612,381 54.9 43.3 +1.8 


(Concluded on page 35) 
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Provident “Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 











































38 Years of Insurance Service 


The most liberal Ordinary Policies on men and women 
from age 10 to age 60. Annuity contracts; preferred risk 
policy at lower rates; sub-standard service to our full-time 


agents. 
Industrial Insurance from birth to age 65 


The only Non-Participating Company in the history of American 
Life Insurance to pay Voluntary Dividends on 


Non-Participating Ordinary Policies 





SUN LIFE INSURANCE COMPANY OF AMERICA 
Home Office: Baltimore, Maryland 
Assets over $8,000,000 Insurance in Force over $90,000,000 























—1927— 
SECOND EDITION 


FREQUENCY CURVES 
CORRELATION 


By W. Palin Elderton, F. I. A., C. B. E. 


A new edition of Frequency Curves and Correlation is 
announced by the publishers. The work on Frequency 
Curves has been rearranged and now includes a comparison 
of various systems on Curves. The chapters on Correla- 
tion, Contingency, Probable Errors and Goodness of Fit 
have been rewritten and enlarged and a new chapter on 
Correlation has been added. An abridged course of read- 
ing suggested for those desiring especially to know about 
the practical treatment of correlation, sampling, etc. This 
valuable technical work contains 248 pages, and also fold- 
ing diagrams and tables. 


Price, $5.00 


THE SPECTATOR COMPANY 
CHICAGO - NEW YORK 














WE WANT MEN 


—men who are self-con- 















































fident— INDIANA 
—men who are morally 
dependable— Lng 
any rape PENNSYLVANIA 
—men who are anxious OKLAHOMA 
to accomplish results— CALIFORNIA 
—men who are open to Partnership-basis ILLINOIS 
Agencies IOWA 
LIFE HEALTH ACCIDENT 
THE OHIO STATE LIFE INSURANCE COMPANY Tell it all in the 

Columbus, Ohio tirst letter—Time is 
Standard Sub-Standard Super-Standard Money. 

TRON 
A THOUSAND PROBABILITIES DO NOT MAKE | 
ONE TRUTH 


Our specialized statistical service eliminates prob- 
abilities and assures the truth. Let us set up your 
current and annual statements 


Promptly—Accurately—Economically 


RECORDING & STATISTICAL BUREAU, INC. |} 


75 Maiden Lane, New York City 
New York Boston Philadelphia Chicago Detroit Montreal Toronto \ 
‘ommemeee: — —_——— ae 


REE NS 2 RS AEE: 
lalla Beso: e Sree Seer eas 
Equitable Life and Casualty Insurance Company 
OFFERS: The public the greatest value on the market including, Life time 


benefits—dividends—non-prorating and non-cancellable features—Backed 
by @ second to none claim paying reputation. 

o real producers, high first commissions, substantial renewals and bonus. 
Exceptional opportunity for district managers now in Illinois, Kentucky, 
California, Colorado, Oklahoma and Indiana. 


360 North Michigan Ave., 















































Chicago, Illinois 








OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado i 























NorTHERN INSURANCE Co. 


OF NEW YORK 
83 MAIDEN LANE NEW YORK 


FIRE 
AUTOMOBILE 




















INCOME INSURANCE 
SPECIALISTS 


Opportunities for Salesmen in 47 States 
Address H. A. LUTHER, 2d Vice-Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
208 S. LaSalle St. Chicago, IIl. 
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Bankers & Merchants Fire 
Increase Capital 


Insurance Securities Company Boosts 
Capital of Subsidiary 

The Bankers and Merchants Fire Insurance 
Company Jackson, Miss., has recently increased 
its capital 36 per cent it was announced today 
by Insurance Securities Company, Inc., the 
holding company of the Union Indemnity Group 
of which the Bankers and Merchants is a part. 
The capital was increased from $307,000 to 
$400,000. Surplus is in excess of $450.000. 

The Bankers and Merchants Fire Insurance 
Company became a member of the Insurance 
securities group in July, 1928. The group in- 
clude Union Indemnity Company of New 
Orleans, Northwestern Casualty and Surety 
Company of Milwaukee, Detroit Life Insurance 
Company .f Detroit, Union Title Guarantee 
Company of New Orleans, Bankers and Mer- 
chants Fire Insurance Company of Jackson, 
La Salle Fire Insurance Company of New 
Orleans. 


Jersey Companies Enter Maryland 

BALTIMorE, Mp., July 2.—State Insurance 
Commissioner Harrison Rider today announced 
that the following companies have been li- 
censed to do business in Maryland: Liberty 
Surety Bond Insurance Co., Trenton, N. J.; 
to write fidelity and surety. Public Indemnity 
Co., Newark., N. J., to write accident, health, 
liability, workmen’s compensation, surety and 
fidelity, plate glass, burglary and theft, property 
damage and collision. 


John P. Hancock Co. Joins 


Southern Surety 


Buffalo Firm Will Be General Agent 
in Western New York, An- 
nouncement Says 

The Southern Surety Company, New York, 
has announced the appointment of the John P. 
Hancock Co., Inc., of Buffalo, as its general 
agent for all casualty and surety lines in West- 
ern New York. The territory is to include the 
cities of Rochester, Elmira, Niagara Falls and 
Buffalo. 

The agency’s reports will go through the 
Eastern department under the direction of 
Vice-President John A. Diemand. 

At the same time the Southern Fire Insurance 
Co. of New York, announces the appointment 
of the Hancock agency as its local agent for 
Buffalo, Niagara Falls and Rochester, for fire 
and allied lines, thus tying up the Southern 
group in one of the most progressive agencies 
in Western New York. 

The John P. Hancock Co. agency has a well 
organized staff and is equipped with all service 
departments. 


New Amsterdam Dividend 

3ALTIMORE, July 22.—Directors of the New 
Amsterdam Casualty Company have declared a 
quarterly dividend of 50 cents a share on the 
stock which was recently increased by payment 
of a 50 per cent stock dividend. The dividend is 
payable August 1 to stockholders of record 
July 19. 
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Holland Is Made Assistant 
Missouri Superintendent 





State’s Legal Head Will Succeed J. A. 
Rathbun Who Resigned Only Re- 
cently for Business Career 
Joseph F. Holland, assistant attorney general 
for Missouri, has been appointed assistant 
superintendent of insurance for the State to 
succeed J. A. Rathbun, resigned, State Super- 
intendent of Insurance Joseph B. Thompson 
announced at Jefferson City, Mo., on July 13. 
Holland assumed his new duties on July 15. 
Prior to his appointment as assistant attorney 
general on January 14, last, Holland was a 
political reporter for the St. Louis Star. He 
also worked at various times on the St. Louis 
Post-Dispatch and the St. Louis Globe- 
Democrat. He is a son of Matt J. Holland, 

a St. Louis attorney. 

Rathbun tendered his resignation to Super- 
intendent Thompson several days ago subject 
to the wishes of the head of the insurance 
department. The retiring assistant superintend- 
ent has not revealed his future plans, but is 
considering a business career. 

The salary of the assistant superintendent 
of insurance on August 27 will be increased 
from $2800 to $4500 a year. 


The Independence Indemnity Company, Phil- 
adelphia, Penna., has announced the appoint- 
ment of O. M. Doyle to the office of second 
vice-president. Mr. Doyle, whose headquarters 
are at the home office of the company, began 
his duties only recently. 





Underwriting and Investment Profits and Losses of 100 Leading Casualty, Surety and Miscellaneous 


Insurance Companies in 1928 
(Continued from page 33) 














Ratio Ratio Ratio 

Net Net Ex- Und. 

Interest Losses penses Profit 

Under- Losses and Underwriting Under- Dividends +Net Profit Increase or {Increase Incurred Incurred Loss to 
writing Expenses Incurred writing and or Loss Decrease in or Decrease to Und. to Und. Und. 

x Income Profit (+) Rents on Invest- Surplus Dividends Contingent in Net Income Income Income 
Name and Location of Company [Earned Losses Expenses Total or Loss (—) Earned ments Earned Incurred Fund Surplus Earned Earned Earned 
Multiple Line Companies $ $ $ $ $ $ $ $ 3 $ Q % % 

Fidelity and Surety Companies 

American Surety, New York..... 9,668,415 2,533,288 6,184,389 8,717,677 950,738 1,212,194 129,049 2,291,981 1,200,000 164,388 927,593 26.2 64.0 +9.8 
Detroit Fid. & Sur., Detroit... .. 1,301,810 445,814 937,483 1,383,297 —81,487 209,772 —5,702 122,583 109,061 30 13,492 34.2 72.0 —6.2 
Equitable Cas. & Sur., N. Y..... 3,192,730 1,660,499 1,464,972 3,125,471 67,259 97,039 340,435 504,733 kk—625,000 _—............ 1,129,733 52.0 45.9 +2.1 
Fidelity & Deposit, Baltimore.... 12,297,657 4,155,464 7,346,817 11,502,281 795,376 923,957 20,067 1,739,400 1,100,066 60,817 578,517 33.8 59.7 +6.5 
National Surety, New York...... 17,588,193 5,476,511 11,217,640 16,694,151 894,042 1,945,002 —1,119,821 1,719,223 1,593,495 —30,000 155,728 31.1 63.8 +5.1 
U. 8. Guarantee, New York..... 1,611,931 498,146 747,267 1,245,413 366,518 196,093 —17,782 544,829 120, 50,000 374,829 30.9 46.4 +22.7 
Totals (6 Companies)....... 45,660,736 14,769,722 27,898,568 42,668,290 2,992,446 4,584,057 —653,753 6,922,749 3,497,622 245,235 3,179,892 32.4 61.1 +6.5 

Miscellaneous Companies 
American Automobile, St. Louis. . 7,646,331 4 166,200 3,479,103 7,645,303 1,028 397,441 309,254 707,723 |, rere 507,723 54.4 45.5 +.1 
Amer. Credit Indem., St. Louis... 2,145,377 1,014,751 1,236,747 2,251,498 —106,121 179,817 —68,599 5,097 Ie i«i(<‘éM iw’ —154,903 47.3 57.7 —5.0 
First Reinsurance, Hartford... .. 1,169,147 644,017 536,723 1,180,740 —11,593 133,451 50,748 172,606 SGuee® = Ss. caews 76,606 55.1 45.9 —1.0 
Hartford Live Stock, Hartford. .. 766,701 467,005 238,388 705,393 61,308 54,208 —21,810 CReeofsesaxel.” |p wexans 93,706 60.9 31.1 +8.0 
Hartford S. B. & Insp., Hartford. 4,875,178 864,557 4,063,988 4,928,545 —53,367 710,995 1,097,959 1,755,587 960,000 272,357 523,230 17.7 83.4 —1.1 
Indem. Co. of Amer., St. Louis.. . 1,210,875 682,766 549,795 1,232,561 —21,686 —14,249 —24,277 —60,212 mm—60,000 _......... —212 56.4 45.4 —1.8 
Lloyds Casualty N. Y.(nn)...... 846,800 7,860 484,464 742,324 104,476 93,385 16,525 214,386 i, ree 114,386 30.5 57.2 +12.3 
Union Automobile, Los Angeles. . 2,849,653 1,431,201 1,801,661 3,232,862 —383,209 90,620 3,837 —288,752 — 497,752  ...... 209,000 50.2 63.2 —13.4 
Totals (8 Companies)....... 21,510,062 9,538,357 12,380,869 21,919,226 —409,164 1,645,668 1,363,637 2,600,141 958,248 272,357 1,369,536 44.4 57.6 —2.0 
Grand Totals (100 Companies). 740,979,306 368,023,159 362,644,716 730,667,875 10,311,431 42,802,506 9,972,871 63,086,808 14,573,252 9,224,283 39,289,273 49.7 48.9 +1.4 
} Includes appreciation in value and profit on sale or maturity of investments, and profit and loss items. t+ Includes life department. a Includes $1,200,000 specific dividend to stockholders. 6 Includes $1,013» 








504 increase in special reserves, and $3,663,938 life department. c Includes $800,000 paid into surplus. Surplus earned on agency, $96,752. Purchase contract $40,000. d Includes $4,000 mortgage subject to prior 
liens and $444 in recoverable taxes. ¢ Includes $250,000 reserve for Workmen’s Compensation, $6,678 voluntary reserve, and $500,000 dividends to stockholders. Includes $102,000 dividends to stockholders and 
$500,000 increase from sale of capital stock. g Includes $98,000 dividends to stockholders. A Includes $2,249,828 remittance to home office, and $4,244 from home office. i Includes $998,175 remittance to home 
office, and $50,000 increase in deposit capital. j Includes $625,000 paid in by stockholders. & Increase in unearned premiums in unauthorized companies, $63,473. 1 Includes $300,000 dividends to stockholders. 
m Includes $75,000 dividends to stockholders. ‘ n Includes $505,625 remittances to home office, $17,437 remittance from home office, and $50,000 increase of statuary An ae by New York Insurance Department- 
0 Includes $990,000 dividends to stockholders and $1,000,000 increase in capital. p Includes $300,000 dividends to stockholders and $1,500,000 transferred from capital. q Includes $798,000 dividends to stock. 
holders and $1,380,000 contribution to surplus. r Includes $136,991 dividends to stockholders and $350,000 addition to surplus. s Includes $536,647 dividends to stockholders and policyholders. _¢ Includes $200,000 
dividends to stockholders, and $41,954 decrease in unearned premiums on reinsurance and decrease in reinsurance on paid and unpaid losses in companies not qualified in New York State. u Includes $200,000 divi- 
dends to stockholders. + Includes $1,000,000 surplus paid in and $185,000 dividends to stockholders. w Includes $2,500,000 sur lus paid in by stockholders and $1,500,000 dividends to stockholders. z Includes 
$189,592 remittance to home office. (y) Company reinsured the business of the Southern Surety Co., Des Moines, Ia. and began business Aug. 17, 1928 as a new company. aa Includes gains and losses from life 
department. 6b Includes a miscellaneous income of $17,802. cc Includes $24,000 dividends to stockholders and $9,984 loss in non-admitted assets. dd Includes $50,000 dividends to stockholders, and $20,668 
losses in life department. ee Includes $25,000 dividends to stockholders and $14,693 increase in contingency reserve. ff Includes $1,017,170 dividends to policyholders and $309,500 increase in reserve. gg Includes 
$200,000 paid in surplus and $10,000 dividends to policyholders. hh Includes gain in life department. ii Includes $400,000 dividends to stockholders and $11,877 advanced traveling expenses and commission. 
jj Prior to 1928 wrote accident and health exclusively; now also writing general, casualty and surety lines. kk Includes $675,000 contribution to surplus, and $50,000 dividends to stockholders. U Includes $899,994 

ividends to stockholders, and $240,632 capital stock taxes incurred. mm $60,000 contribution from stockholders. nn Name changed in 1929, formerly the Lloyd’s Plate Glass, transacted plate glass only to Dec. 
1928, but now writes other casualty lines as well. 
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Reasonable attitude 


swift 


towards claims—and 
checks when they are allowed 
—is the concrete foundation 
upon which to build agents’ 
co-operation. 





Pennsylvania Surety 


Corporation 
PITTSBURGH, PENNSYLVANIA 


Joseph W. Ward, President 
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NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, paesioent 


STRON G~ Minneapolis.Minn. ~],IBERAL 




























Down to 
Brass Tacks 





These ‘first readers” applaud, 
“DOWN TO BRASS TACKS,” 


the handy office reference-book on Direct-mail Advertising as a business’ 
builder for local Fire and Casualty agents. 


We are going to call it to the attention of our many agents throughout Nebraska and 
in a score of other books and I have searched for something new that could be used 
office. This book should be on the desk of every live local agent in the country.” 


Tacks’. It is stripped of all bunk psychology; it is a real business-builder; and hits the 


$285. If one puts the contents of this book into practice in a practical manner, good 
are inevitable.” 














Cliff C. Jones, ex-President, National Assoc. Ins. Agents, (R. B. Jones & Sons’ Agency). 
Kansas City, Mo.: “ “Down to Erass Tacks’ has answered every question that has bothered 
us. Logical in its presentation, complete in its subject matter, practical in its application to the 
insurance business, it will be welcomed by every aggressive insurance agent in the U.S. At 
our firm meeting last night we changed our direct-mail system materially due to your book.” 

T. F. Horton, Vice-Pres., A. J. Love & Co., Genl. Agents, Omaha, Nebr.: “After start- 
ing the book, I was so interested, I could not leave it till I had read it all. Any agent who will 
read the book will find his enthusiasm aroused and that ought to mean increased commissions. 
Towa.” 

Grover F. Miller, Miller Bros. Agency, Racine, Wis.: “ ‘Down to Brass Tacks’ is full 
of real meat. There are more practical ideas jammed between its covers than I have found 


in our 


Lyle A. Stephenson, local agent, Kansas City, Mo.: “Last week I read ‘Down to Brass 


nail on 


the head. Using one of your ideas, I mailed ten letters on which the commission return was 


results 





THE SPECTATOR COMPANY, 135 William Street, N. Y. City 
can be used as a Business-Builder. 


ON SOE eNO Cc SI CN EE REET LOCI ST Oe A 
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I enclose $2.85 for “DOWN TO BRASS TACKS”. I want to learn how Direct Mail 


Address ..... anes ; inhale shane 


STATE MUTUAL LIFE ASSURANCE CO. 


of Worcester, Massachusetts 





Announces the 
Extension of its Territory to the West Coast 
and Its Entrance into the State of Kansas 





INCORPORATED 1844 


and now in its 


EIGHTY-FIFTH YEAR OF SERVICE 




















PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, Eng- 
land, whose long list of publications on fire, life, marine and other 
branches of insurance embrace the most valuable and standard trea- 
tises on these subjects. Send Ten Cent Stamp for Catalogue. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 























Favorably Known 
From Portland, Maine, to Portland, Oregon, the Union Mutual is 
known as— The Friendly Maine Company 
A healthy growth is being experienced by this Company, 
which has maintained high ideals of service for 80 years. 
Union Mutual Life Insurance Company 
Portland, Maine Incorporated 1848 
































Cooperation that helps an agency 
to build new business and retain old 
business. 


CONTINENTAL CASUALTY COMPANY 
CONTINENTAL ASSURANCE COMPANY 


910 So. Michigan Avenue 
Chicago 
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Court Finds Agents Power 
As Attorney Is Limited 


Miami Tribunal -Decides in 
Favor of National Surety 
Company and Federal 
Realty Corp. 


Refused to Take Premium 





Company’s Representative Exceeded 
Authority When He Signed Bond 
for Sum of $100,000 





One of the most interesting and important 
cases, involving the right of a surety company 
to limit the authority of a general agent by 
power of attorney given to him by the com- 
pany, is the case of Lucille F. Parsons and 
J. Lester Parsons against the Federal Realty 
Corporation and National Surety Company, 
which was tried in the Circuit Court at Miami, 
Fla., last week and was decided in favor of 
the National Surety Company. 

In October, 1925, D. W. Raie, a general 
agent of the National Surety Company, exe- 
cuted in the name of the National Surety Com- 
pany, as surety, a bond for the Federal Realty 
Corporation, as principal, in favor of Lucille 
F. Parsons and J. Lester Parsons, her husband, 
in the penal sum of $100,000 covering a de- 
ferred payment in that amount in a real estate 
transaction. The bond was signed by Raie 
as attorney-in-fact. 

His authority, under the power of attorney 
given to him by the National Surety Company, 
was limited to $50.000. aie, contrary to the 
authority given him and instructions from the 
National Surety Company and without the com- 
pany’s knowledge or consent, signed this bond. 

Raie did not report to the National Surety 
Company that he had signed the bond, until 
about sixty days thereafter and the National 
Surety Company had no knowledge that such 
a bond had been signed until that time. Im- 
mediately upon being advised of the signing 
of the bond, the National Surety Company 
advised Mr. and Mrs. Parsons that it was 
not the instrument of the company, Raie having 
signed it without authority and that the com- 
pany was not bound thereby. The company so 
advised Raie and it declined to take the pre- 
mium for the bond. 

Thereafter, suit brought against the 
Federal Realty Corporation and the National 
Surety Company which was tried last week. 
The Court held that the bond was signed by 
Raie without authority and that the National 
Surety Company was not bound. 


was 


Rolland R. Rasquin, executive vice-president 
of the Consolidated Indemnity and Insurance 
Company, announces the appointment of 
Thomas W. Adickes as resident vice-president 
and State manager of the North Carolina office 
at Raleigh. Mr. Adickes had represented the 
National Surety Company as a general agent 
since 1924, 
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Baltimore Club Elects 





O’Donnell Lee of Maryland 
Casualty Company Is 
Named President 
Battimore, July 16.—The following officers 
have been elected by the board of governors 
of the Casualty and Surety Club of Baltimore: 
O'Donnell Lee, Maryland Casualty Company, 
president; John D. Mahon, New Amsterdam 


Casualty Company, vice-president; FF. H. 
Strickland, New Amsterdam Casualty Com- 
pany, treasurer; and W. E. Moore, United 
States Fidelity and Guaranty Company, sec- 
retary. 
Travelers Makes Changes 
San Francisco, Carir.—A revised lineup of 


the changes in the personnel of the Travelers 
Insurance Company, due to making the Oak- 
land office of the company a separate entity, 
was on July 10th by Arthur S. 
Holman, manager of the San Francisco branch. 


announced 


Norman F. Glendenen, who has been assistant 
manager of the San Francisco office for the 
last four years, goes to Oakland as manager 
of the life, accident and health departments. 
He is the San Francisco office 
by R. H. Hepfer. Carl Whitehouse is named 
manager of the casualty department in Oak- 


succeeded in 


land, succeeding Dean Park, who is transferred 
to a similar position in Denver. 

C. W. Y. Loucks of the San Francisco office, 
and L. A. Perkins of the Seattle office, are 
transferred to Chicago as assistant managers. 

Otto L. Zeus, superintendent of 
agencies at the home office, is to be transferred 
to the San Francisco office about October Ist 
as associate manager. 


assistant 


Consolidated Indemnity Names 
Hough Alabama Head 

Ernest P. Hough has been appointed State 
manager of Alabama for the Consolidated In- 
demnity and Insurance Company, New York, 
according o an announcement made recently 
by Rolland R Rasquin, executive vice-president 
of the company. His headuarters will be at 
Montgomery 

Mr. Hough had been manager at 
Montgomery for the National Surety Company, 
and prior 19 that he had been associated with 
Thomas W. Adickes at Raleigh. 


branch 


Continental Shows Big Gains 

A statement of assets and liabilities of the 
Continental Insurance Company, New York, as 
of July 1, released recently by Ernest Sturm, 
chairman of the board, shows total assets of 
$97,379,523.85 as compared with $91,655,480 on 
Januuary 1, a gain of $5,724.043 during the six 
months. 

Net surplus amounted to $41,647,190 on July 
1, an increase of $4,537,540 for the same period, 
and holdings of stocks and bonds rose from 
$83,194,055 to $87,791,854. 

To the reserve for market fluctuation in se- 
curities, $500,000 was added making a total 
for their item of $5,500.000. 





The Employers’ 
Liability Assurance 
Corp., Ltd. 


The Employers’ Fire 
Insurance Co. 


American Employers’ 


Insurance Co. 


SAMUEL APPLETON BUILDING 
110 Milk Street, Boston, Massachusetts 
Practically every form of Insurance 
except Life 


The Experience of a Dentist 


with Inadequate Insurance 


A PAGE from actual life—the 
story of a dentist, who has learned 
the real worth of the “competent 
insurance man.” 

{| A mishap on a week-end motor 
trip resulted in a seven-weeks ab- 
sence from his practice . . . To 
be sure, an accident policy pro- 
tected him, and after it was too 
late, he discovered that it gave a 
weekly income of twenty-five dol- 
lars. 

{| For the seven long weeks there 
was no other income, while the 
regular overhead continued—plus 
the extra expenses caused by the 
accident. Now his protection is 
more in harmony with the re- 
quirements of a prominent pro- 
fessional man, but the experience 
was costly. 

| There is only one way to be 
sure—let the “competent insur- 
ance man” recommend the proper 
policies for your particular case 
in the first place . . . He will 
recognize, and provide for, all 
possible exigencies — beforehand. 


The above is the message which The Em~ 
ployers’ Group is giving the insuring public 
through the media of national magazines. 

Agency connections with The Employers 
Group are still available for the competen’ 
insurance man. 


SSSSS__________Ea_a___==s 
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Prominent Agents and Brokers 


Actuarial 


Independent Adjuster 














= 











LEON IRWIN & CO., Inc., New Orleans, La. 


Representing 





Casualty Co. 
Indemnity Company 
of America 


New York 
State of Penn. 
Stuyvesant of New 


j 28 SPRUCE ST. 





GEORGE B. BUCK 
ACTUARY 


Specializing 1n Employee's 
Benefit and Pension Funds 


NEW YORK 





AP 











k 
°BROKERS’ LINES SOLICITED 























Actuarial 














Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 
Calculations Consultations 
Examinations Valuations 


28 CHURCH STREET NEW YORK 


Audits 


MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 








——+—_ 


WOODWARD, FONDILLER and RYAN 


Consu.Tine AcTUARIES 
InsurANCcE ACCOUNTANTS 
Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 





75 Fulton St. 
New York 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 





JNO. A. COPELAND 


Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA. GEORGIA 
































ERSTON L. MARSHALL 
CONSULTING ACTUARY 
919 Hubbell Building 
DES MOINES, IOWA 
































Colcord Bldg. 


T. J. McCOMB 
CONSULTING ACTUARY 





OKLAHOMA CITY, OKLA. 




















FRANK M. SPEAKMAN 


Consulting Actuary 


Associates 
Pred E. Swarts, C. P. A 
W. L. Clayton 
EB. P. Higgins 





1HE BOURSE 


PHILADELPHIA 



































JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE — Ord a Intermediate, 
Group, Industrial and Special — 
WORKMEN’S COMPENSATIO 
Expert Advice on Domestic, Trorieal and 
Semi-Tropical Business 
able foe ne Gertract, New York 
420 LEXINGTO NEW YORK CITY 
Room 101 1 tee Bldg. -» Nashville, Tenn. 


” 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 


Accountants, Statisticians 


128 North Wells Street, Chicago 




























HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 























SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 
Associate, Actuarial Society of America. 


PIPE & ALLEN 


Consulting Actuaries 
17111712 pee tne Bidg.., +» Toronto, Ont. 


























Ser eAAaS 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


ATLANTA, GA. 





1131 Candler Bldg. 








R. M. MESSICK 


Consulting Actuary and Adjuster 


Flatiron Building 
DENVER, COLORADO 


“LIMITED 


Incorporated 1914—Dominion Charter 
Claim Adjusters for Insurance Companies 


UNDER ALL POLICIES 


465 St. John St., Montreal 
Telephone Main 3300-2607 


11 Mountain Hill, Quebec City 


HEAD OFFICE: 


BRANCH OFFICE: 





ADJUSTERS & APPRAISERS 





ST 

















NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many “‘hopeless’’ cases 
for large amounts. Agents attest its 
usefulness. It helps sell big policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of moderate 
means, as well as men of wealth. 


A difficult prospect, after reading 
THe COST OF DYING 


said: ‘“‘No agent on earth could sell me life insur- 
ance, but I am goi ng to buy a policy just the 


same”; and he signed up for $75,000. 
USE [T AND PROSPER! 
PRICES, 

Sample Copy...... Bian, Apeaigietae ce $ .28 
50 Copies Eureccldidinie ears euatare ates wet ars ete 8.50 
100 Pe “grutavaig ta Sioie wibigransle eid’ Gino rie-eie 15.00 
500 SED \giala\Wie/niweei Sere lab SAVELS oars SiO 60.00 
1,000 EY wie sdevaineaaeaeseveveeres 100.00 
5,000 S|. cigs aaateamatne  amieae cer eee 400.00 
RES 8" “ste ntgavecaneusaewemawiae ee 750.00 


Orders tor single copies must be prepaid. 


Please remit by money order or bank draft 
on New York, to avoid exchange charges 


THE SPECTATOR COMPA NY 


CHICAGO W YORK 


























PUBLICATIONS 
OF 
C. & E. LAYTON 


The undersigned are sole 
agents in the United States for 
the old established publishing 
house of Charles & Edwin Layton 
of London, England, whose long 
list of publications on fire, life, 
marine and other branches of in- 
surance embrace the most valu- 
able and standard treatises on 
these subjects. 

Send Ten Cent Stamp for 

Catalogue 


THE SPECTATOR CO. 
CHICAGO NEW YORK 
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Indemnity Company Rates 
Found Discriminatory 


Superintendent Conway Files 
Adverse Report in Globe In- 
demnity Company Case 





Will Sue Rialto Bus Corp. 





Huge Volume of Business Cause of 
Error, Officials Point Out After 
Final Hearing 





Both the Globe Indemnity Company and its 
agent, Hugh F. McGann, were recently found 
guilty of violating the New York insurance 
law by State Superintendent of Insurance Al- 
bert Conway, when he held the final hearing 
on the rate discrimination in the case of the 
Rialto Service Bus Corporation. On July 18 
last, Mr. Conway issued the following state- 
ment, covering the findings in the case: 

“A final hearing was held before Superin- 
tendent of Insurance Albert Conway in the mat- 
ter of the statutory automobile coverage fur- 
nished to the Rialto Service Corporation by 
the Globe Indemnity Co. In the course of the 
hearing it was established that the Globe In- 
demnity Co. had issued to the Rialto Service 
Corporation insurance policies which operators 
of public motor vehicles are required to file with 
the Bureau of Motor Vehicles at rates promul- 
gated by the Rating Organization for school 
busses. The original policy issued on March 
1, 1928, by the Globe Indemnity Co. covered 
twelve busses having a seating capacity ranging 
from twenty-five to thirty-three passengers, and 
the first inspection made by the Globe Indemnity 
Co. indicated that the busses were being used 
for school purposes. 

“After reviewing all the evidence in the case 
Superintendent Conway adjudged both the com- 
pany and the broker guilty of a wilful viola- 
tion of the provisions of Section 141 of the 
insurance law. He then directed that the com- 
pany should forfeit to the people of the State 
of New York $500 and that the broker should 
forfeit to the people of the State of New York 
$50. A more severe penalty was not imposed 
in view of the fact that it was the first convic- 
tion for each party. 

“Superintendent Conway also directed the 
Globe Indemnity Co. to start action against the 
Rialto Service Corporation for the collection of 
the proper premium on the risk.” 

The company also pointed out that it writes 
154,000 policies annually, so that it was not im- 
possible that some slipped through at improper 
The Globe Indemnity will sue for the 
recovery of the premium under the proper rate. 


rates. 





“The Insurance Man’s Restrurant”’ 


| 

| 46 GOLD STREET 
| Between Fulton and John Streets 

| New York City 





Phone Beekman 9991 











Doble Agency in Making 
United States Casualty Official Re- 


signs to Head General Insurance 
Brokerage 

Organization of the Doble and 
Inc., general insurance agency with R. R. 
Doble as its head, is now being completed. 
Mr. Doble, who, for the past several years, has 
been production manager of the United States 
Casualty Company, has resigned from that of- 
fice and plans to complete his work there Au- 
gust 1. 

The Doble agency wili represent the Franklin 
Surety Company for all casualty and surety 
lines and negotiations for the handling of fire 
lines are now under way with several well 
known fire companies. Mr. Doble declared to- 
day that his new firm expects to have broad 
underwriting capacity and facilities, country- 
wide in scope, in an effort to meet the require- 
ments of the largest brokers. 


Company, 


Besides an office through which casualty and 
surety lines will be handled, the agency will 
maintain an office for country-wide fire cover- 
age. The firm is now located at 60 John street, 
New York. A temporary telephone at Beekman 
9493 is being used. 


Federal Surety Appoints 


R. S. King, Former Manager of 
Michigan Department, Appointed 
Superintendent of Agents 
Vice-President W. L. Taylor of the Federal 
Surety Company, Davenport, 
nounced the appointment of Robert S. King 
of Detroit tc 
of agents at the home office. 
years Mr. King has been resident manager of 

the company’s Michigan department. 
Since the resignation of Oakley H. Beyer as 


Iowa, has an- 


the position of superintendent 
For the past five 


superintendent, Assistant General Manager W. 
W. Stuart has handled the affairs of the 
F. W. Alexander, formerly manager of 
the company Chicago office, will succeed Mr. 
King as resident manager. 


office. 
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NATIONAL 
CASUALTY 





ARE YOU MAKING PROGRESS? 


If not would you like to know why 
NATIONAL CASUALTY Salesmen forge 
ahead continually! A post card inquiry will H 
do. 
We have a complete line of Commereial, 
{ndustrial, Group and Deferred Payment Ac- 
cident and Health policies. A connection with 
this company may be the turning point in 
your life. 


NATIONAL CASUALTY CO. 
Detroit, Mich. 
W. G. CURTIS, Pres. 
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Union Electricians to Get Pay 
Raise for Insurance 





Union Co-operative Company Plans 
to Handle All Lines of Life 
and Disability Forms 

Under the terms of a new wage agreement 
entered into between the union electricians and 
employers of St. Louis, Mo., and effective on 
July 15, the men will be paid $16 a day in- 
cluding a payment of $2.80 for the purchase 
of life and disability insurance, old age pension 
and other miscellaneous charges. The electri- 
cians formerly received $12 a day. 

The insurance on the union electricians will 
be purchased from the Union Co-operative 
Insurance Company, 114 North Fourth street, 
St. Louis, of which James Noonan of Washing- 
ton, D. C., international union president is 
chairman. The insurance company shares 
offices with the Union Labor Insurance Com- 
pany, of which O. E.. Jennings, representative 
of the electrical workers union, is president. 
Jennings has stated that his company is not 
handling the new insurance on the electricians. 





Owens Is Standard Surety Agent 

The appointment of David Owens as uptown 
Manhattan agent for all casualty lines of the 
Standard Surety and Casualty Company, New 
York, has been announced by superintendent 
of agencies, Stanley Maynard. Mr. Owens, 
who has been in the insurance business in New 
York for more than forty years, has his head 
office at 2112 Broadway. 





SOUTHERN SURETY 
CO. OF NEW YORK 


General Offices 
9th & OLIVE STS. ST.LOUIS, MO. 








Admitted Assets 


911,500,000.00 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Automobile and Burglary 
Insurance. 





Let the Southern Serve You 
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Your 


Inquiries invited. 
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Investments 


need careful consideration at this time. 
the past consolidations in the bank and insurance field, 
together with the possibilities for future mergers in these 
fields make a careful analysis of your investments neces- 
sary. We invite your use of our 


Statistical Dept. 


Our Organization specializes in the buying and selling 
of large blocks of bank, insurance and industrial stocks. 


> 


G. W. FANNING & CO. 
11 Broadway, New York City 
BANK AND INSURANCE STOCKS 


The effects of 


Whitehall 3601 

















Continental 
Casualty 


Insurance Co. 


CHARLES SINCERE & CO. 


Members New York Stock Exchange 
Members Chicago Stock Exchange 
Members Chicago Board of Trade 


231 South La Salle St. 
Chicago 
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Oar Wels Leon & Co 48 50 Gilbert Elliott & Co., N. Y.. = 44 46 W. Wallace Lyon & Co............. 36 39 
A entteance Cook Newatk. eee es Seo ee 45 47 Reinsurance Life of America. 
Arthur Atkins & Co., N. V......-.-- 25 26 = SPREE ENO no -6 ves sib ois 00's 45 47 _ Charles Sincere & Co., Chicago...... 98 101 
a a. adeespeqenrcaies 2534 2634 Hanover Fire (ex rights) Security Ins, Co. of New Haven ‘ 
Gilbert Elliott & Co., N. V........-- 25% 2616 Arthur Atkins & Co., N. Y.......... 60 68 Clinton Gilbert. a. 2s esos nce sidvie sien. 124 132 
Miliken & Pell, Newark, N. J........ 2534 26 oO ee ee ee 60 68 Arthur Atkins & Co., N. Y.......... 124 132 
American Investment Securities Lewis & Co., Hartford.............. 66 68 Springfield F. & M. 
‘Mansfield & Co., New York......... 24 27 Gilbert Elliott & Co., N. Y.......... 66 68 Mansfield & Co., New York......... 190 200 
American Surety (new) Harmonia Ins, Co. St. Paul F. & M. Ins. Co 
Lewis & Co., Hartford.............. 139 143 RaUI INN ADRMISONE 5 bo 856.550 oie atk x Sw cbse ee’ 33 36 MOIR CRUIOEL «oc a 5 55s o bvkee coe pe 195 205 
Bankers & Shippers (new stock) Home (N. Y.) ex Home -. oe ; é Southern Surety 
Arthur Atkins & Co., N. Y.......... 130 138 Gilbert Elliott & Co., N. Y.......... 580 590 Gilbert Elliott & Co., N. Y.......... 41 43 
Gilbert Elliott & Co., N. V.......... 130 140 G. W. Fanning & de Sabiginieicialee Uatses 580 590 Stuyvesant 
CUNRAMINNE occ ses-opsoceese 130 140 Hudson Cas. Ins. Co. Arthur Atkins & Co., N. Y........+. 415 sie 
Baltimore-American (new stock) CRG CHEE E ooo a sinieigeisae'e gnieesies 7 8 Gilbert Elliott & Co., N. V.......... 415 430 
Gilbert Elliott & Co., N. Y.......... 511g 5216 Gilbert Elliott = INS: ee ae ee 7 8 Sun Life Assn. 
G. W. Fanning & Co., N. Y......... 5114 521 MIO BE lo 3! :sis'e ss welese eis 7 8 ORAL «5 5ia'0'o 50 0,555 6 000.5610 2525 
Brooklyn Fire <4 Importers and Exporters Sylvania Ins. Co. 
G. A Fanning & Co., N. Y......... 26 28 Arthur Atkins & Co., N. Y.......... 100 105 W. Wallace Lyon & Co.........cee 32 34 
W. Wallace Lyon & Co............. 26 28 Gilbert Elliott & Co., N. ¥.......... 100 104 U. S. Fire Ins. Co. 
i Bronx Fire Ins. Co RMR CMUSERT occ 6 ss s'0'b'o:0 5.0 esse 99 104 Lewis & Co., Hartford.............. 110 115 
W. Wallace Lyon OS OEE AS eee 114 117 Insurance Co. of N. A. Clinton Ne nunt corneas ers 110 115 
Camilen Fire Lewis & Co., Hartford.............. 78 80 Universal Ins. Co. 
Arthur Atkins & Co., N. Y.......... 31 33 Knickerbocker Fire Ins. Arthur Atkins & Co., N. Y.......... 74 78 
Gilbert Elliott & Co., N. Y.......... 32 34 W. Wallace Lyon & Co..........00 47 50 United States Merchants & Shippers 
Clinton Gilbert emt ee Ge 32 34 Lincoln National Life Ctiitonl CHDEIL. 65s sxe ccc nu cance 420 430 
Carolina Insurance __ So ed 6 ee err 120 Virginia F. & M. 
cher Astine & Co., N. ¥........6 42 45 Maryland Casualty RRO ETE 0, 2:2.0! sc ateisince nels a4 6 135 145 
G. W. Fanning & a Ie 42 44 Gilbert Elliott & RO ANG Wise ay 05 cares 140 144 Arthur Atkins & Co., N. Y.......... 135 145 
COE er 43 45 Merchants & Mfrs. Fire : Westchester Fire 
Chicago F. & M. (new) G. W. Fanning & Co,............... 26 28 NS Eee 73 77 
Charles ; Sincere & Co., Chicago...... 38 42 sane a ry = Co., Ta ‘' Se Saee 27 29 Arthur Atiins Sc: Co.. Ne Wins 5. 554: 73 77 
; issouri State Life (ex rights 
—— Nat, Life eae 490 Arthur Atkins & Co., N. ¥.......... 75 80 NEW ENGLAND STOCK 
Continental Assurance I Clinton Gilbert... 2... 0ccscescccese 75 80 American Investment Securities Co. 
Charles Sincere Co., Chicago........ ea: 80 Gilbert Elliott & Co., N, Y.......--. 46 79 Chas. A. Day & Co., Inc., Boston.... 25 27 
Continental Cas. F Si Chas. Sincere & Co., Chicago........ 77 80 H. D. Knox & Co., Boston.......... 26 28 
Clinton Gilbert. .......---eeeeeeeee 1 a3 National Casualty : ae Boston Casualty 
has. Sincere, Chicago............. 30 3 Chas. Sincere & Co., Chicago........ 30 33 Chas. A. Day & Co., Inc., Boston. ... 18 22 
Eagle Fire (Newark) 7 National Liberty (new stock) ; H. D. Knox & Co., Boston.......... 15 20 
Gilbert Elliott & Co., N. Y.......... 78 83 Arthur Atkins & Co., N. Y.......... 30 (2 31 Boston Insurance (new stock) 
G. W. Fanning & Co............... 77 2 Gilbert Elliott & Co., N. Y.......... 3072 = 32 Chas. A. Day & Co., Inc., Boston.... 895 915 
Equitable Casualty & Surety Co. - ; ee rage tesetesesecess 31 32 H. D. Knox & Co., Boston.......... 895 915 
Mansfield & Co., N. Y........-+005. 50 60 ; W. Fanning & Co.......... cute 31 31) Capitol Fire Ins. Co, 
Excess Ins. Co. of Pond AE National Union (Pittsburgh) (ex rights) = ne has. A. Day & Co., Inc., Boston: 
Gilbert Elliott & Co., N. ¥.......... 12 14 Gilbert Elliott & Co., N. Y.......... 275-285 pa ko crnsienen tyes apne 96 
ee eee. 12 14 G. W. Fanning & Co............... 275 285 AONE aoe oe islet cess 305 
0 MU EE OOD. o:0.0s% 00060008 12 14 New Amsterdam Cas. me E H. D. Knox & Co., Boston: 
Fidelity and Casualt; Gilbert Elliott & Co., N. Y.......-.. oe a4 ET MMNOUN oso. c 5 sass ao 4ia1s oasbie: bieleteraie 96 
Arthur Atkins & | i SI 240 New York Casualty Co. _ near pe Eee: 305 
G. W. Fanning & Co............06- 240 Clinton Gilbert. ......cccssscscrece 81 92 Columbian National Life Ins. Co. 
Gilbert Elliott & Co, ee ctatenhees 240 — oo Fire Ins. Co. : : Chas. A. Day & Co., Inc., Boston.... 490 510 
Firemen’s Insurance Co. of ante - Wallace Lyon & Co., N. Y....... 28 30 H. D. Knox & Co., Boston.......... 480 ae 
Arthur Atiins & Co., N. Y.......006 41 42 G. W. Fanning & Co., N. Y......... 28 30 Mass, Bonding & Ins. Co. (new) 
Clinton Gilbert. .......-cccceccsees oc 42 New World Life Chas. A. Day & Co., Inc., Boston.... 179 183 
Miliken & Pell, Newark............. 41%4 42!3 Charles Sincere & Co., Chicago...... 15 17 & H. D. Knox & Co., Boston.......... 179 183 
Gilbert Elliott & Co., N. Y.......... 42 43 Niagara Fire 
. Lewis & Co, Hartford, sete eeereeeeees 41 42 Grontne’ Glihert . 5.4... ss¢sssne scene 212 217 
ranklin Fire (ex rights 
, 22 225 North River Ins. Co. 
Clinton Gilbert. CoN. Yoneesevses 30 235 Arthur Atkins & Co.,N.Y..e..ec0.4 455 465 
Glens Falls 7 . Old Colony : 
Arthur Atkins & Co., N. Y.......... 56 58 Mansfield & Co., New York......... 650 As An Investment Suggestion 
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Mass, Title Ins., Pfd. 


Chas. A. Day & Co., Inc., Boston.... 25 35 
New England Fire 

Chas. A. Day & Co,, Iuc., Boston.... 41 44 

H. D. Knox & Co., Boston.......... 41 44 
New Hampshire Fire 

Chas, A. Day & Co. ,Inc., Rovton..., 71 74 
‘Old Colony Insurance 

Chas. A. Day & Co., Inc., Boston.... 600 


Providence-Washington 


Chas. A. Day & Co., Inc., Boston.... 870 885 

H. D. Knox & Co., Boston.......... 870 885 
Rhode Island Ins. Co. 

Be: BR Oe Oe Ce iio cid cccsiccesess 36 39 

Chas. A. Day & Co., Boston......... 36 39 
Springfield Fire and Marine (new) 

Chas. A. Day & Co., Inc., Boston.... 190 200 

H. DD. Rnox & Co, Boston.......4-. 190 200 


United Life and Accident Ins. Co. 
Chas. A. Day & Co., Inc., Boston... . 49 52 
H. D. Enon & Co,, Bestam. .. 0.6.66 47 49 


HARTFORD STOCKS 
Aetna Casualty and Surety 


Conning & Co., Hartford............ 1900 1950 

Lewis & Co., Hartford.............. 1900 1950 
Aetna Fire Insurance 

Conning & Co., Hartford............ 780 790 

Lewis: & Co., Hiartiond. ; ... ic ccees 780 790 
Aetna Life Ins. Co. 

Conning & Co., Hartford............ 1295 1305 

Lewis & @o., Hartiogd. ....6550ses5% 1295 1305 
Automobile Insurance 

Conning & Co., Hartford............ 575 585 

Lewis & Co., Hartford...........00¢ 575 585 
Conn. General Life 

Conning & Co., Hartford............ 2256 aecaks 

Lewis & Co., Hartford...........0.. 2275 2325 
Hartford Fire 

Conning & Co., Hartford............ 1060 1075 

Lewis & Ce, TACtiogd. . .. 0060 osc 1060 1075 
Hartford Steam Boiler 

Conning & Co., Hartford............ 795 814 

Lewis & Co., Hartford. ..... 0. 60cass 800 815 
National Fire 

Conning & Co., Hartford............ 880 eas 

Rewis & Coy, Darter... oc ose sieves 870 885 

Lewis & Co., Hartford (rights)....... 445 450 
Phoenix Insurance 

Conning & Co., Hartford (rights).... 995 1010 

Lewis & Co., Hartford. ........ csi 990 1000 
Travelers Insurance 

Conning & Co., Hartford............ 1985 2000 

Lewis & Co., Hartiotd.... ...605 cece 1985 2000 


Seek to Enjoin Transfer of 
Atlantic Stock 





Corroon & Reynolds Enter Suit Over 
Block of Stock Purchased by 
Phoenix Fire 

As an aftermath of the contest in May of this 
year between Corroon & Reynolds, Inc., of New 
York and the Phoenix Insurance Company of 
Hartford, Conn., over the control of the stock 
of the Atlantic Fire Insurance Company of 
Raleigh, N. C., suits have been filed in the 
United States District Court of Raleigh by 
Corroon & Reynolds seeking to enjoin the 
transfer of 330%4 shares of Atlantic stock to the 
Phoenix by the trustees of the estate of Mrs. 
Mary Ellis Johnson. 

It appears that the will of Mrs. Johnson, 
deceased, did not authorize the transfer of such 
stock and that the heirs of the estate consist 
of one person who is insane and two minors. 
It is alleged by Corroon & Reynolds that their 
offer of $230 a share for the stock in question 
was rejected by the trustees in favor of the 
sale to the Phoenix of the stock at $210 a share, 
and that the heirs have thus been injured by 
the trustees and that the Atlantic Fire would 
be liable for the hazards arising out of an over 
issue of stock in the event that the now mentally 
incompetent heir, on being pronounced sane, 
and the other heirs, on attaining their majority 
failed to ratify the actions of the trustees. 


—The Fidelity and Guaranty Fire Corporation an- 
nounces the appointment of Earl H. Shaw as State 
agent for Kansas and Missouri with headquarters at 
Kansas City. Mr. Shaw was formerly connected with 
the Missouri Audit Bureau. 
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C. M. Berger 


United States Manager of London 
Guarantee and Accident Dies in 
59th Year 

The many insurance associates and friends 
of C. M. Berger, United States Manager of 
the Londen Guarantee and Accident Company, 
will learn with regret of his death last Wednes- 
day afternoon. Mr. Berger, who had been 
United States manager for the company since 
1923 and who had been associated with the or- 
ganization since 1902, passed away at his home 
in West Yarmouth, Mass., after a brief illness. 
He was 59 years old. 

Mr. Berger was born at Bethel, Penna., Au- 
gust 25, 1870. He began his long period of 
service with the London Guarantee and Acci- 
dent Company in 1902 as a pay roll auditor and 
was one of the first insurance men on the road 
to audit the pay rolls of assured under employ- 
ers’ liability policies. A few years later Mr. 

3erger was made an adjuster of credit losses 
in the company’s new credit insurance depart- 
ment. 

In 1913 he was made assistant manager of 
the United States branch in charge of the credit 
insurance department. Soon after the Phoenix 
Assurance Company acquired control of the 
London Guarantee in 1923, Mr. Berger was ap- 
pointed United States manager to succeed F. 
W. Lawson. 

His passing comes as a heart-felt blow not 
only to the company which he served for so 
many years but by the entire insurance frater- 
nity. It was often said of him that he was not 
only a good insurance and business man but a 
good neighbor. 


ndemsadiontnn: ie Will 
Increase Capital 








Charter Amendments Will Enable 
Them to Write Marine Business 
PHILADELPHIA, PENNA., July 22.—Announce- 

ment was made today by the Independence Fire 

that a special meeting of the stockholders would 
be held on September 18 to vote on the follow- 
ing changes: 

1. Reduction of capital from $1,000,000 to 
$500,000. 

2. Change in par value of stock from $10 
to $5 and on the approval of these two items, a 
vote on increasing the capital from $500,000 
to $2,000,000, which would mean doubling the 
present capital with four times the present out- 
standing stock issue. 

3. Amending the charter so as to enable 
the company to transact the classes of insurance 
authorized by Section 202, subsection (b), 
clause (2) of the Pennsylvania Insurance Laws. 
This clause permits companies to write marine 
and inland marine insurance. 


In an effort to reduce the accident toll in 
industry which last year claimed 24,000 lives, 
Honorable James J, Davis, Secretary of Labor, 
Saturday night made a nation-wide radio appeal 
to the workers of America. 


4) 


New Texas Legislation 


Three Bills Pertaining to Life 
Insurance Passed by Forty- 
First Legislature 





Life Proceeds Exempted 





Debtor Cannot Collect Cash Sur- 
render Value of Life Insurance 
Policy Under New Law 





Austin, Texas, July 22.—Three bills per- 
taining to insurance were finally passed during 
the second called session of the forty-first leg- 
islation of Texas. Two of the bills were signed 
by Governor Dan Moody and the third filed 
with the Secretary of State to become a law 
without his approval. The three bills will all 
become effective October 2, 1929, ninety days 
after final passage in both houses and sent to 
the Secretary of State. ; 

The first of the trio of measures exempts 
the cash surrender of any life insurance policy 
from liability for any debt, from forced sale 
or any other process to satisfy any debt, in the 
event the beneficiaries of the insured are mem- 
bers of the policyholder’s family. In the event 
members of the policyholder’s family are only 
partial beneficiaries, then the policies shall be 
exempt only to the extent of the beneficiary 
interest. 

The second of the measures was an amenda- 
tory act to the mutual aid insurance company 
regulatory act passed during the first called 
session of this legislature. It allows mutual 
assessment health and accident associations to 
pay certain funeral benefits. 


Superintendent Conway’s Letter 

(Concluded from page 7) 
specifically outlined to Vice-President 
Rhodes. 

Whenever occasion has required, it has been 
the practice of this Department to withdraw 
approval previously given to policy forms. I 
do not consider that the Mutual Benefit has any 
more of a vested right to have approval of its 
supplementary disability contracts continued 
than has some other company to have approval 
of its contracts with the 90-day clause con- 
tinued. 

I hardly think you will desire to adopt the po- 
sition of arguing that policy forms submitted 
and approved months after the special commit- 
tee were appointed, particularly policy forms 
submitted after the preliminary reports of the 
committes had been drafted, should bar a fair 
and impartial consideration of the recommenda- 
tions of the special committees. 

Yours, very truly, 
ALBert Conway, 
Superintendent. 

P. S.—In view of the publicity that has been 
given to the printed “Argument” of your com- 
pany, I am giving copies of this letter to the 
press for the purpose of correcting an erroneous 
impression that seems to be current in some 


was 


quarters. 
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OVER HALF A CENTURY OF INSURANCE SERVICE 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 





THE SPECTATOR 


An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK SERVICE 


FIFTY-SEVENTH ANNUAL ISSUE—1929 


This issue of the three volumes of The Insurance Year Book continues the valuable service in the form of Monthly 
Bulletins, which are issued regularly—one in conjunction with the Fire and Marine Volume and one in conjunction 
with the Casualty, Surety and Miscellaneous Volume. These Bulletins contain summaries of reports of Insurance 
Departments on companies, company changes, new companies projected and other information of value. Special 
Confidential Reports will also be rendered to subscribers by our Research Bureau of Insurance. The Insurance 


Year Book therefore presents 
A COMPLETE REPORTING SERVICE 
Financial Statements—Monthly Bulletins—Special Confidential Reports 


SOME OF OUR IMPORTANT 
LIFE INSURANCE PUBLICATIONS 


A BC of Life Insurance $2.00 | Life Insurance and How to Write It 

Actuarial Theory 10.00 Life Insurance Law Manual for Agents 
American-Canadian Mortality Investigation 20.00 _ Life Insurance Fables for the Man in the Street 
Art of Canvassing, The 2.00 | Life Insurance Policyholders Pocket Index 
American Men Tables, (in three volumes) 150.00 | Life Insurance Progress, Methods and Results 
Art of Insurance Salesmanship, The 2.00 | Life Insurance Simply Explained 

Art of Selling, The 1.50 | Life Insurance Salesmanship 

Business Builder Service 4.00 | Life Insurance Trusts Explained 

Business Insurance 1.50 | Monthly Income Policy, The 

Compendium of Official Life Insurance Reports 5.00 Multiplying Your Income 

Complete Surrender Value Ready Reckoner 50.00 | Notes on Life Insurance 

Cost of Insurance 10.00 Objections and Answers 

Efficiency 1.25 | One Hundred Ways of Canvassing 

Essence of Life Insurance, The 3.00 | Plain Reasons 

Graphic Selling Charts for Life Agents 10.00 | Plain Hints to Life Insurance Solicitors 
Handy Guide to Premium Rates, Applications and Policies 4.00 Pocket Register of Life Associations 

How to Build Business 6.00 | Practical Lessons in Actuarial Science (Two volumes), $8 each; 
How to Sell Insurance 2.00 ordered together 

Illinois Standard Tables (4 vols.) 80.00 | Psychology of Group Insurance 

Income Insurance 1.50 | Practical Pointers 

Industrial Life Insurance 3.50 | Principles and Practice of Life Insurance 
Insurability-Prognosis and Selection 1500 | Psychology of a Sale 

Insurability. Prognosis and Selection (Agents Edition) 10.00 | Some Problems of Longevity 

Insurance Fables for Life Underwriters 1.00 Successful Agent, The 

Insurance Science and Economics 3.00 | System and Accounting for a Life Insurance Co. 
Institute of Actuaries Text Book (3 vols.) 23.50 | Short Lessons in Life Insurance 

It’s All So Easy—When You Know How $1.50 | Talks with Life Insurance Agents 

Life Agents Brief 2.00 | What Life Insurance Is and What It Does 

Life Assurance Primer 3.00 | Why and How Business Insurance Benefits Its Users 


Life Insurance Catechism .50 


Sole Agents for all Works handled by CHARLES & EI)WIN LAYTON, London. England 
Send ten cents in stamps for complete catalogue of Insurance Publications with descriptive circular of books listed above 


WHEN IT IS PUBLISHED BY THE SPECTATOR COMPANY 
IT IS THE STANDARD WORK ON THE SUBJECT 


Write for list of up-to-date important life insurance leaflets; nearly a hundred to suit various requirements 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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